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A BULLDOG MESSAGE FOR WHOLESALERS 


This reproduction of a current industrial magazine advertisement 


contains valuable information for wholesalers and their salesmen 











CAPACITOR PLUG 
mounted on BUS- 
tribution DUCT 
(handle on plug 
cover permits oper- 
ation from floor). 









Capacitor Plugs help in these ways! a 
p g Pp New BullDog Capacitor Plug 


Inserted in any of the plug-in openings of your BUStribution 


] DUCT, BullDog Capacitor Plugs increase the capacity of your bet — t have to worry about space ‘ 
electrical system by reducing the reactive KVA, thus ensuring ies oe means for these Capaci 
. . s - 
lower operating temperatures and preventing needless fuse tribution i —_ into the BUS. 
° ct. , 
blows and production shutdowns. as that! * see ee as quick and easy 
° ° . ° . ie rom to 15 
They permit installation of Capacitors at the nearest point to complete with fusible ngin 


compact handy 
460V 60 cy 


can be shifted with it. 


They represent a decentralized, and consequently more flexible, 

3 arrangement of Capacitors. Even if a unit should fail, the power 
factor correction of the entire system would not be affected, as 
it would with centralized banks of Capacitors. 


| b 
. . . cuit — = . 
y] your motors. As the load center shifts, the plug-in Capacitors | teaker in one 


cle, — 





They make possible the strategic location of Capacitors at the 
points in the system where poor power factor occurs, and this 

4 improves conditions for the rest of the equipment all the way 
back from the motors, through the bus duct, through the 
secondary switchboard, to the transformers. 


Capacitor Plugs not only improve your power factor, but save 
5 valuable space and critical materials such as copper and steel 
. . to say nothing of man-hours and production saved because 





Rear view of Plug showing bus contact fingers 




















of fewer blown fuses and greater operating efficiency. for plugging into openings along bus duct runs. | 
. ; = 
BullDog field engineers are as close as your telephone for com- F 
plete details ... or write us direct. 
FOR A BRIGHT FUTURE BUY MORE WAR BONDS 
ELECTRIC PRODUCTS CO. 
Box 177, R. Pk. Annex, Detroit 32, Michigan 
BullDog Electric Products of Canada, Ltd., Toronto, Ontario 
Field Engineering Offices in All Principal Cities 
J 
MANUFACTURERS OF a complete line of Vacu-Break Safety Switches, Panelboards, Capacitor Plug with front cover removed, expos- 





Switchboards, Circuit Master Circuit Breakers and BUStribution SYSTEMS. ing fusible disconnect switch and capacitor unit. 
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1894 to 1944 is a long span of years 
... a span that has seen this organi- 
zation develop to its present size 
through constantly keeping user in- 
terest foremost. In the beginning, our 
objective was to design and provide 
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AUSTIN SERVICE 


later—the great demand for our prod- 
ucts and our exceptional growth 
testify to the accomplishment of that 
objective. 1944 will be the start of 
our second half century and we 
pledge a continuance of AUSTIN 


could produce. 


the finest, most complete line of Elec- 
‘ trical Wiring Products that sound 
engineering and modern facilities 
Today—50 years 


the 


Wholesaler. 


Quality, AUSTIN Service, 
AUSTIN policy of distributing 
their products through the Electrical 


and 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 








Atlanta 3, Georgia... 
Boston 10, Mass. 
Buffalo 3, New York 
Chicago 6, Ill... 


Dallas 1, Texas. . 


Des Moines 10, lowa 
Detroit 2, Mich. 

Ft. Lauderdale, Fla. 
Kansas City 4, Mo. 

Los Angeles 13, Cal. 
Montreal, Canada.. 
~ New Orleans 13, La. 
New York 7, N. Y. 


Philadelphia 7, Pa. 
Pittsburgh 5, Pa... 
San Francisco 3, Cal 
Seattle 4, Wash.... 





THE 


10 








St. Louis 3, Mo..... ; 


Cleveland Heights 21, O. 
Denver 2, Colorado. . 


Omaha 2, Nebraska : 


M. 


8-116 


..... SALES REPRESENTATIVES ..... 
Cc. C. Myrick, Jr.. ne ee cole . 376 Nelson Street, S. W.. 
C. Gs RO. cw cee ewes ... 52 Pearl Street... 
R. W. Mitscher. a ee : 487 Ellicott Square Bldg. 
C. B. Underwood..... 108-116 So. Desplaines & sei 
OO eee 108-116 So. Desplaines St.. 
Z. Diamond. . 108-116 So. Desplaines St... . 
IN on 5 500066005008 108-116 So. Desplaines St... . 
ie a Sc cc acwipaede en's 900 Englewood Road.... 
NO Seer ee 1814 Allen Building. 


The James H. Blinn Co..... 
Fred J. Reimacher........ 

R. J. Thorne ‘ ; 
* eae 
Hawkins Electric Sales Co... 
J. G. Pomeroy Compan ‘ ae 
The M. B. Austin Co. of Canada... 
Southern Sellers. . ‘ - 
Corey Company, Inc.......... 
Midwest Equipment Co....... 

Ww iser & Co... — : 
G. E. Wehner... . 
Po Wile SE Sa occ ccesscncedee 
We We Wes GF Bs 6 oc cccccccces 


2815 26th Street........ 
7720 Woodward Ave..... 
715 S. E. ist. St..... 


1004 East Fourth St. 

611 St. James St., West 
918 Union Street... ; 
81 Murray Street. . 

213 South 12th St 

1219 Race Street. . 


1123 Harrison Street. 
560 Ist Ave., 
1706 Olive Street........ 


5518 Michigan Avenue.... 


1739 Stratmore Avenue...... 


1530 16th Street.......... 


RRB eben 


MAin 9151 
LiBerty 2403 
WaAshington 2517 
HAYmarket 4070 
HAYmarket 4070 
HAYmarket 4070 
HAYmarket 4070 
GLenville 8880 
Riverside 5061 
MAin 8113 
Telephone 7-0926 
TRinity 2-7618 


MAdison 1105 
LAncaster 9750 
MAgnolia 3434 
BArclay 7-2494 
HArney 5244 
RITtenhouse 5477 
WALnut 0377 
UNderhill 4830 
ELliot 6554 
CHesnut 4821 


B. AUSTIN COMPANY 
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So. DESPLAINES ST. CHICAGO 6, ILL. 
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LAMPS 
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CONSTANT aim of General Electric Lamp 

Research has always been to supply the 
best lamp for every lighting need. There is such 
a need, we feel, for certain sizes of circular flu- 
orescent lamps for decorative types of fixtures 
and portables, often for use in various combina- 
tions with incandescent lamps. 


Considerable research had already been done 
on circular fluorescent lamps prior to Pearl 
Harbor. However, the project had to be set aside 
when the facilities of our laboratories were 
directed entirely to the war effort. 


G-E Lamp Research has been... and stillis... 
at war, but looking toward the future we expect 
to add the following circular fluorescent lamps 
to our line when conditions permit: 





APPROXIMATE MAXIMUM APPROXIMATE 
OUTSIDE DIAMETER BULB DIAMETER WATTS — 
814 in. T-10 20 
1214 in. T-10 : 30 : 
16 in. T-10 or T-12 | 40 








No production facilities for these lamps are now 
available and therefore no samples can be fur- 
nished. We will make a further announcement 
to the trade as to the availability of the lamps 
and details of ballasts, sockets, etc. in advance 
of the time they go into production. 


Starting with Edison’s first successful lamp, 
General Electric scientists and engineers have 
been working to make lamps that give more 
and more light for less and less money. The 
G-E mark on a lamp is your assurance of the 
latest developments from G-E Lamp Research. 





BOND 
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Hear the General Electric radio programs: “The G-E 
All-Girl Orchestra,” Sunday, 10 p.m. EWT, NBC; “The 
World Today,” news every weekday, 6:45 p.m. EWT, CBS 


THIS MONTH! 








POR YOUR REFENENGE PILES 


THESE BULLETINS COVER 
~—~€IRCUIT BREAKER APPLICATIONS 
hi OF EVERY TYPE AND SIZE 
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WHICH OF THESE = /” 
BULLETINS DO . 

YOU NEED FOR YOUR FILES? 
#3200 Industrial Multi-breakers. 15 to 100 ea: 


volts A.C., 2 and 3 Poles. 

#3500 Industrial and General Purpose Circuit Breakers. 
iv to 600 amperes, 115 to 600 volts A.C., 125 to 
250 volts D.C., 1, 2 and 3 Poles. 

#4000 Multi-breaker Load Centers. 1 to 16 circuits, 15 to 
50 amperes, 115-230 volts A.C., 1 and 2 Poles. 

#4500 Multi-breaker Lighting Panelboards. 15 to 50 
amperes Branches, 115-230 volts A.C. Mains, 1 and 
2 Poles. 

#5000 Circuit Breaker Lighting Panelboards. 10 to 50 
amperes Branches, 125-250 volts A.C. or D.C. Mains, 
1 and 2 Poles. 

#5200 Multi-breaker Type MH Distribution Panelboards. 
15 to 100 amperes Branches, 230 volts A.C. Mains, 
1, 2 and 3 Poles. 

#5300 Square D Type ABH Circuit Breaker Distribution 
Panelboards. 10 to 50 amperes Branches, 230 
volts A.C., 125 D.C. Mains, 2 or 3 Poles. 

#5500 Square D Form W-—Circuit Breaker Convertible Dis- 
tribution Panelboards. 15 to600 amperes Branches, 
600 volts A.C., 250 volts D.C. Mains, 1, 2 or 3 Poles. 

#3000 Square D Switchboards. 575 volts A.C. or D.C. 
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ELECTRICAL EQUIPMENT ° 
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ore and more, the trend is toward electrical 
modernization through circuit breaker installations. 
This series of bulletins gives you all the detailed 
information which any type of customer may want. « 
If you don’t have the complete series, tell us which 


ones you need. We'll get them to you promptly. 


KOLLSMAN AIRCRAFT INSTRUMENTS 


T) COMPANY 


MILWAUKEE ° LOS ANGELES 











O. FRED. ROST 
Editor and Publisher 


HOWARD J. EMERSON 
Managing Editor 


A. XIQUES 
Assistant Editor 


W. A. CYR 
Pacific Coast Editor 
H. W. YOUNG 
North Western Editor 


HARRY PHILLIPS 
Art Editor 
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DISTRICT MANAGERS 


WM. B. HEAPS 
CHARLES F. MINOR, JR. 
Chicago 


FRANK J. SEILER 
Cleveland 


ROY PHELAN 
Los Angeles 
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J. H. ALLEN, JR. 
In the U. 8. Navy 


A. B. CONKLIN, JR. 
In the U. S. Army 


McGRAW-HILL PUBLIS 

PUBLICATION OF : 99-129 NOR 
EDITORIAL AND EXECUTIVE OFFICES, 
JAMEs H. MoGraw. Found 

James H. McGraw, Jr., President; He 
MASON’ BritTon, Vice-President; CURTIS 
Gerarpi, Secretary; J. E. BLACK 


WHOLESALER'’S SALESMAN (formerly E 
25, No. 1). Published monthly, price 25c 
least ten days for change of addre 
addressed to the Director of Circul 

New York 18, N. Y. Subscription rates—-Unitec 
Republics 1.00 for one year, $1.50 for two 
for one year, $2.50 for two years, $3.00 for 
shillings for one year, $3.00 or 18 shillings for 
Entered as Second Class Matter, August 22, 
Act of March 3, 1879. Cable Address: ‘*M 
Member of A.B.C. Copyright, 1944, by McGra 
New York 18, N. Y. BRANCH OFFICES: 5 
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London, . 2; Washington 4; Philadelphi 
Boston 16; Atlanta 3, Ga. 
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Curtis WARR IOR 








Beauty is only skin deep, but in the case of the new ‘Warrior’ luminaire, 
an attractive exterior hides the solid qualities of good design and work- 
manship that have made the Curtis reputation. ‘‘Warrior”’ is easy to install 
and is adapted to a wide variety of lighting problems . . . excellent for 
either pendant or ceiling mounting or for long continuous runs. 


Reflector and louvres are finished Fluracite for high efficiency, and the 


45° crosswise and 30° lengthwise shielding provided by the well designed 4: 
louver is hard to beat. 


Uf Tr MAINTAIN J 


The spring catches on each side of the _— py) 
“Warrior” hold the entire louver and 
end assembly in position. Releasing 
the two catches on either side per- 
mits the entire assembly to swing open 
for cleaning and lamp replacement. 
To remove the assembly release all 
four catches. 

The ‘‘Warrior’’ luminaire is for four ~S 
40-watt fluorescent lamps per section. 
Write for catalog sheet giving com- 
plete information. 


UR VL7727777/ aes 


6135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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| pee MOST other manufacturers, we have had to strain our facilities to the 

utmost to supply the demands of the present emergency. While some of the 
products we are producing for war purposes are “‘special,’”? much standard @ 
Electrical Equipment has fitted perfectly into the war picture. And, where prior- 
ities permit, we are still manufacturing for non-war use. ... At the same time, 
we have found it possible to continue with the development of new products... . 
So, when Victory comes, we will be able to turn at once to the production of 
equipment for industrial, commercial and residential use. 


Among the new (2) Products now available are 


KLAMPSWITCHFUZ SWITCHBOARDS 


These are assembled of standard units of similar or 
varied capacities, in either Dead Front or Safety Type 
Switchboards. 


The face appearance of both is identical. The Dead 
Front type is open at the rear, which requires a protec- 
tive grill to prevent access to current-carrying parts. 
The Safety Type is equipped with steel doors at the rear. 


Each @ Klampswitchfuz unit is of the hinged type. 
The basic design is that of the knife switch—that is, the 


insertion of a blade into a contact clip. In the ON posi- 



















: Eat ti me , . bef lay aliees > 
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tion the switch blades make pressure contact with the 
slots in the base, and are thus drawn tightly together 
at the fuse contacts. This, with the silver-plated con- 


tact parts, assures low-resistance to current flow. 


Switch and fuse are combined in one unit, so that 
accidental contact with live parts is impossible when 
the door is closed. 


@ Klampswitchfuz units are made in capacities of 30 
to 1800 amperes, inclusive, 250 volts AC and DC, and 
30 to 600 amperes, inclusive, 575 volts AC, in 2, 3 and 4 
pole types, single and double throw. They are approved 
by Underwriters’ Laboratories, Inc., as operating switches 
for 600 amperes and less, 250 volts AC and DC, and 200 
amperes and less, 575 volts AC. All other capacities are 
approved as disconnect switches only. 


@ Klampswitchfuz Switchboards are completely as- 
sembled at the factory, and shipped ready for connec- 


tion of main feeder and branch circuit cables. 


For the latest Engineering Data on () Switchboards 
consult an @ Sales-Engineer. By long experience, 
he is competent to help Architects, Engineers and 
Specification Writers in problems of designing and 
specifying electrical installations. Write for name 
and address of the one nearest you. No obligation ... 


Frank Adam Electric Co., Box 357, St. Louis, Mo. 


| 











DEPENDABLE CONTROL | 

















service to the 

firing-line stems from flaw- 

less service at the production-line. 

ires”, heavy loads, round-the-clock 
operating schedules, these demand super- 


stamina in switches. 


install or replace with H & H Switches for 

1uous, positive ACTION on production-lines. . . 
ntrols for lighting and power circuits; 

ion-grade T-rated 10, 20 and 30 Amp. ““Type 
witches, Rotary Snap Switches, Ceiling Pull 
Switches, Door Switches, Flush Tumbler Switches with 
or without outlet box covers. You'll find in them the 


fighting Quality to keep functioning 


DISTRIBUTED THROUGH 


| J ELECTRICAL WHOLESALERS 
coal HART & HEGEMAN DIVISION 














THE ARROW-HART & HEGEMAN ELECTRIC COMPANY. HARTFORD, CONN. U.S.A 
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Cover The source from which all blessings flow— 
that’s exactly what the current generating plant is to 
everybody who earns his livelihood within or through 
the electrical industry. And that goes for everybody, 
from the electrician’s helper working on a simple wiring 
job right through and up to the top executives of large 
electrical manufacturing enterprises,—if there were no 
more “juice” to be had, the entire industry soon would 
be dead. 

Not so many weeks ago the mail brought us an attrac- 
Facing the Future.” Pre- 
pared for the stock holders of the Philadelphia Electric 
Company, it contained a concisely told and dramatically 


tive booklet bearing the title “ 


illustrated story of accomplishments, activities, equip- 
ment and plans. A unique feature of the booklet was 
a beautiful four-color reproduction of a painting, show- 
ing PEC’s famous Conowingo hydro electric develop- 
ment on the Susquehanna River, which produced nearly 
1% billion kilowatthours of electricity in 1942. 

Just at that time we were asking a lot of electrical 
manufacturers and wholesalers to state how they were 
“Facing the Future’ and another symposium on that 
subject already was scheduled for publication in our 
January 1944 issue. 
the svmbol of the whole electrical industry’s basic source 


The picture of Conowingo Dam as 


of future prospects seemed ideally fitted for the cover 
of that issue. 

We extend our sincere thanks to Mr. H. P. Liver- 
sidge, President of Philadelphia Electric Company and 
Mr. George R. Conover, Manager of Personnel and Pub- 
lic Relations for permission to reproduce the painting of 
Conowingo Dam on the cover of this issue. 


* 


Power Record We don’t know how many different 
new records were established in 1943, but we take pride 
in the fact that an impressive new record was estab- 
lished by the electric power industry. 

Output of electricity in 1943 exceeded 221 billion 
kilowatthours—up 17 percent over 1942; up nearly 100 
billions or 75 percent over 1939, and that with only 
25 percent more generating capacity. 

Meanwhile electric utilities estimate that for 1943 they 
will be paying $710 million in taxes to Federal, State 


January 1944 — WHOLESALER’S SALESMAN 


and Local tax collectors, which is over double of what 
their tax bill was in 1939. 

Meanwhile also—with other items in the cost of liv- 
ing index up 4 to 47 percent—the cost of electricity 
shows a decline compared with September 1939 prices. 


* 


Spreading Ownership In a recent statement Gen- 


eral Motors Corporation discloses that at the end of 
1943 that great corporation was owned by 421,945 com- 
mon and preferred stockholders—an increase of over 
75,000 since January 1932. 

Between January 1932 and January 1944 this country 
travelled through the depth of its greatest depression, 
survived the NRA era, had a sprouting boom and a tail- 
spin, launched the National Defense Program and now 
for two years has performed war production miracles. 

If through the stress and strain of such years over 
75,000 individuals found the courage and confidence to 
use all or part of their savings in buying shares in just 
one of the country’s business enterprises, it appears cer- 
tain that those who are propagandizing for other than 
our Republican form of government are not making 


much headway. 


* 


Surplus and Returned Goods Aatnoush as a 


menace to regular business the surplus goods problem is 
growing steadily, a solution or adoption of some stand- 
ardized protedure are as far away as ever. 

Meanwhile some wholesalers are finding their own 
particular surplus goods problem, where industrial buy- 
ers want to return for credit items that were not bought 
recently. 

This would be a good time for all wholesalers to 
re-affirm adherence to an old established policy under 
which no goods whatsoever are accepted for credit unless 
they are returned within thirty days from date of invoice. 

Practical enforcement of such policy is facilitated if 


(Continued on page 13) 








WHOLESALER’S SALESMAN — January 1944 

















NEW COMMERCIAL FIXTURES BEARING 
= LABEL 


\ 


how ready! 


FLEUR-O-LIER 
Manufacturers, fol- 
lowing the recent 
amendment to WPB 
order L-78, offer you a wide variety of 
new commercial-type certified fluores- 
cent fixtures. And additional designs 
are on the way—from many other FLEUR- 
O-LIER sources other than those shown. 


Essential offices, factory drafting rooms, 
hospitals, and various public institu- 
tions can obtain these new units on a 
priority of A-1-j or higher; and on an 
MRO order on a priority of AA-2 or 
higher. 


Protection for supplier and user 


The big news about these new fixtures 
is that they give you the famous CER- 
TIFIED FLEUR-O-LIER protection, de- 
pendability and service. Like all other 
types of fixtures bearing the FLEUR-O- 
LIER label, these commercial-type units 
are tested and checked by impartial ex- 





perts—Electrical Testing Laboratories, 
Inc. of New York . . . and Certified by 
them as meeting FLEUR-O-LIERS’ 50 
definite standards of electrical, mechan- 





ical and lighting excellence. 


Better than ever! 


These new FLEUR-O-LIERS combine 
the best features of pre-war equipment, 
plus improvements developed to aid 
the war effort. And, of course, all of the 
various leading fixture manufacturers 
making these units conform to WPB 
limitation orders in the 





use of critical materials. 





& 


GET THIS BOOK! 


You'll want this valuable 
book containing complete 
FLEUR-O-LIER engineer- 
ing specifications. You 
quickly see why Certified 
FLEUR-O-LIER fixtures 
give you the protection 
and dependability you need and want. With it 
you get the FLEUR-O-LIER story and list of man- 
ufacturers. Write FLEUR-O-LIER Manufacturers, 
2121-1 Keith Building, Cleveland 15, Ohio. 
Let's all BACK THE ATTACK — buy more War Bonds 















Some of the fixtures shown have already been certified... others are in the process of testing and certification. 


FLEUR-O-LIER 








Wanufacturers 








CERTIFIED FIXTURES FOR FLUORESCENT LIGHTING 
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Participation in the FLEUR-O-LIER MANUFACTURERS’ program is open to any manufacturer who complies with FLEUR-O-LIER requirements 


Il 





MITCHELITE 
Wode Yo. 2077 


ele CEL 


These rugged, lightweight, all-purpose fluorescent fixtures 

are doing a great lighting job in war industry today. 

MITCHELL innovations make them simpler... more 

flexible... more economical to install and service. 

And they’re tops in lighting efficiency. 

MITCHELITE accessories provide 

for every method of mounting or 

hanging ...individual or continuous row. - Model Me. 2052 
3 Models answer every need: 2 and ) ) Four 40 Welt Lompe) 
3-light units using 40-watt lamps; en 
2-light unit using 100-watt lamps. U.L. LRM No. 2,336,414 
and FLEUR-O-LIER APPROVED. aise 





U. R. C. Research Luminaire 


for Offices aud Drafting Keoome 


America’s No.1 Commercial Fixture! Uses four 40 watt lamps 


in such a scientific manner as to provide the ultimate in high 
intensity illumination with low surface brightness (glare). 
Mounted on tracks—requires less time to install than any 
other commercial fixture. Surface or Pendant mounting — 
individually or in continuous rows. Now uses less than 
6 lbs. of metal. Available at the original low price! 


Get Free Catalogs from your MITCHELL DISTRIBUTOR 07 write fo we 


MITCHELL Wanufacturcng Company “A\\\\S\NS 


2525 CLYBOURN AVENUE e CHICAGO 14, ILLINOIS EAN ORESCENS 
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(Continued from page 9) 
salesmen, drivers, counter salesmen, are instructed that 
they must not accept any goods whatsoever for credit 
unless they have a “pick-up” order from headquarters, 
authorizing acceptance for possible credit of specific 
items. No blanket pick-up order should be issued at any 
time. 


ww 


. : 
Rides and Radios Reporting on a survey by 
Northwestern National Life Insurance Co., “Business 
Week” says that a new automobile is at the top of 
America’s post-war shopping list with modern homes, 
radios, long trips, beefsteak and girdles also appearing 
near the top. 

Our hunch is that some “BW” editor got those list- 
ings mixed up because why should anybody mention 
beefsteak and girdles in the same breath-so-to-say— 
even in a survey report. 


Price 25c—Without Benefit of Lend-Lease 


In our November issue we mentioned briefly the 2: 
cent meals served by the British Restaurant organiza- 
tions in over 2,000 of its eating places. 

In his letter of November 17, 1943, Mr. C. B. Nelson, 
president of the Nelson Electric Supply Company of 
Tulsa, Oklahoma, says, “I want to inform you the British 
have very little on us. We have meals in our company 
kitchen every day for 25c, a typical menu being pork 
chops, potatoes, corn, peas, corn br oad, white bread, 
tea, coffee, butter, milk and occasionally desserts. Each 
person is served all he cares to eat, and still for 25c. We 
do not claim to be making a profit on our dining room, 
but just the same, we are not losing money.” 

More power to you, Mr. Nelson and—don’t be sur- 
prised if we should walk in one of these days and 
“sponge” on you for one of those 25¢ lunches. 


1944 A year ago, in this column, we expressed the 
hope that when the next holiday season rolled around, 
victory for our armed forces would at least be in sight. 

To day that hope is realized for in the highest official 
circles at Washington we find no longer any doubt 
about our winning of the war. However, coupled with 
most complete assurance of victory also is the constant 
warning that the hardest job of fighting lies still ahead 

As a matter of fact, 1944 probably will turn out to 
be the fightin’est year of this whole period and that 
from every angle and for everybody. 


Our armed forces face the herculean task of a 
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European invasion, knocking out Hitler, mopping up 
in all of the Nazi-held territories, while further East, 
on the far-flung Japanese front a terrific amount of 
tedious fighting will have to be done if a year hence 
the end of the whole war is to be “in sight.” 

On the home front the War Production Board is 
fighting to get 20 percent more output than in 1943. 
Despite this, in some industrial areas already the spectre 
of unemployment has appeared because industries are 
passing through the throes of reconversion and while 
some groups are still fighting for higher wages, shorter 
hours, others are fighting just to hold their jobs or get 
new jobs. 

\nd that fighting for jobs is apt to become quite a 
serious phase because industries must lay off workers 
during reconversion and until they can swing into full- 
time production of civilian goods. 

Then there will be the fighting for manufacturing 
quotas, when raw materials are released, and the fight- 
ing for the finished products when consumers once 
more see new washing machines, refrigerators, toasters, 
irons appearing in retail stores. 

Yep—as we see it, ’Forty Four will be the Fight- 
in’est Year of the “Fighting Forties” but, who minds 
a good fight when peace abroad and at home, free enter- 
prise and freedom to pursue the American way of life 
are the eventual reward. 


Don't Relax War Production Board’s Executive 
Vice Chairman Charles E. Wilson recently told a meet- 
ing of WPB Division Directors that the war produc- 
tion job which lies ahead for 1944 “‘is at least 20 percent 
bigger than the excellent job done this year.” 

Emphasizing that the really stiff jobs remain ahead, 
Mr. Wilson declared, “We must get it out of people’s 
heads that the war is finished. 

“Our losses in battle are as low as they have been 
because we have had a great abundance of supplies of 
all kinds—particularly of air cover. It would be a 
crime if, when the war is over, anyone could say that 
our losses were increased because of a lack of sufficient 
supplies in any category.” 

In other words, while reconversion will play some 
part in the 1944 picture, winning the war is still our 
No. 1 responsibility. 
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The PARKWAY 
FOR ADMINISTRATIVE 
AND OFFICE AREAS 
Open type fixture for direct 
or suspension mounting. 4— 
40 watt lamps. 






The CRUSADER 


FOR ADMINISTRATIVE 
AND OFFICE AREAS 
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The DAY-LINE 
FOR PRODUCTION AREAS 












New type plastic die-formed, stay- 
put side panels. “Snap-on” body for 
low cost maintenance, complete “on 
and off” operation in less than 5 
seconds. Direct or suspension mount- 
ing. 4— 40 watt lamps. 


| Available jor Gece g 
—" MINATION EFFICIENCY t ; 









For single unit or continuous installa- 
tions. “Snap-on” reflectors for low 
cost maintenance, complete “on and 
off” operation in less than 5 seconds. 
2— 40 watt, 3 — 40 watt and 2— 
100 watt lamps. 
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This booklet—OK-1013A—can 
aba your wiring prob- 
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A recent WPB ruling has forbidden the use of natural 
rubber in the manufacture of electrical wire and cables 
for most commercial purposes. To help satisfy your 
wiring needs, why not consider the use of Varnished 
Cambric insulated cables? 

Okonite Varnished Cambric cables are stable, long- 
lived and easy to handle. Resistant to heat, oil and 
ozone, these cables can be used in power circuits for 
either high or low voltages—for switchboard and con- 
trol wire—for generator or motor leads—and for many 
other applications. Okonite V. C. wires and cables are 
made in either single or multi-conductor construction 
for all voltages up to 28,000 volts. 

Insulated with oil-impregnated cloth, V. C. cables re- 
quire only a minimum of critical materials. In addition, 
the higher permissible operating temperature of this 
type insulation conserves copper by allowing heavier 
current loadings for a given conductor size. 

Okonite Varnished Cambric wires and cables can be 
supplied in a variety of suitable coverings—lead sheath, 
wire or metallic tape armor, synthetic jacket, asbestos, 
or flame-retardant cotton braid. Bulletin OK-1013A 
contains 36 pages of information on their selection, 
capacity and installation. Write today for your copy. 


The Okonite Company . . . Passaic, New Jersey. 


VARNISHED CAMBRIC INSULATION IS NOT 
JUST ANOTHER WARTIME SUBSTITUTE 
— yet it saves Copper, Tin and Rubber 


Varnished Cambric insulated wires and cables were not developed as a sub- 
stitute to meet a wartime emergency. Okonite has been a leading manufac- 
turer of a complete line of Varnished Cambric wires and cables since 1912. 
For over 30 years V. C. cables have proved to be exceptionally reliable 
and long-lived. 


OKONITE ~ 


INSULATED WHERES 





AND CABLES 
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HIGH VOLTAGE CIRCUITS 
Throughout Plant or Building 


Instali Dry-Type Jefferson 
Electric Power Circuit 


Transformers for the Lower 
Voltage Circuits = = = 





@ Operate lighting load, fractional H. P. motor and 
appliance from 3-Phase 460-Volt Power lines by use 
of Jefferson Power Circuit Transformers for reducing 
voltage to conventional 115/230 Volts single phase 
at usage points. This system may be employed in new 
buildings, saving conduit, copper and manpower, or 
in old plants where power increases require larger 
lines to carry the load. In the latter case the 230/115V 
system can be changed to 3-Phase 460-Volt and 
carry twice the load previously carried while using the 
same wires and the same conduit already installed. 

Ideal for tall buildings, plants, mines, warehouses, 
depots, campsites, shipyards and the like. For com- 
plete data refer to Bulletin 421-PCT. JEFFERSON 
ELECTRIC COMPANY, Bellwood (Suburb of Chicago), 
Illinois. Canadian Factory: 60-64 Osler Avenue, 
W. Toronto, Ontario. 
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SOURCE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the Census 
of the U. S. Department of Commerce. 
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Business Index 
For the Month of October, 1943 


SALES Sales of electrical goods by wholesalers 
throughout the country during October maintained 
approximately the same level as that of the previous 
month, when both are compared to the average sales 
levels of 1939. 

Such apparent volume when 
compared with the monthly performance during the 
last normal year, 1939, strengthens the previously 
expressed belief, that for the balance of 1943 and the 
early 1944 Winter months, a rather steady flow of 
business is in prospect. 


steadiness in sales 


A quick survey of the country’s industrial pic- 
ture builds the background for this prediction: In 
spite of much ill-timed publicity that was given to the 
fact that a few plants were closed, or were given 
reduced schedules, because of over-production or 
changes in the demands of the armed forces, the 
great majority of war-time industry is running 
smoothly on a full and uninterrupted schedule. Steady 
industrial activity creates an equally steady or slightly 
increasing demand for maintenance, repair, operat- 
ing and production goods. Therefore, until the fight- 
ing on the anticipated second front has had a chance 
to force possible changes in the demands of the armed 
forces, it is likely that the war production front will 
continue to generate heavy demands on wholesalers’ 
stocks and services. 


INVENTORIES The average level of wholesalers’ 
inventories jumped up five points in October to reg- 
ister at 73 percent of the 1939 average monthly inven- 
tory level. 

Most encouraging was the fact that inventories 
increased at a time of the year when, because of the 
lack of consumer goods for the Christmas buying 
season, a drop in comparison to peace-time 1939 might 
have seemed logical. 


COLLECTI NS Collections throughout the country 
were reported at an average of 81 percent. This was 
9 points above the revised collection percentage reported 
for September, and 4 points above the figure for the 
same month of the previous year. Accounts receivable 
were up 1 percent from the previous month, and down 
30 percent below the figure of October, 1942. 
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Westinghouse | 


MAZDA LAMPS 


*“*SRR- ABILITY “* 


FOR BETTER 





Nearly 1,000,000 horsepower per day! 
That’s the growing might of America’s 
air-power! Engines are safer too, more 
reliable . . . built to higher standards in 
plants equipped for better “See-ability.” 


Engines today are incredibly precise! 


They are built to standards of perfection that make 
fine watches seem crude. Mechanical failure is 
almost unheard of. 


Modern improved lighting —better “See-ability”’ for 
everyone—helps make this possible. 


With better “See-ability”, technicians more efficiently 
explore materials for hidden flaws . . . machine 
operators work to closer limits, turn out parts faster. 
Inspectors too do their work better. 


Brighter, longer-lasting than ever before, today’s 
Westinghouse Mazda Lamps light many of the 
plants where airplane engines are made. 


Watch Westinghouse! When the big job of war 
production is done, Westinghouse lighting im- 
provements will again be available for factories, 
offices, stores, homes. Many advances in design, and 
construction have already been made; dramatic 
improvements are in the offing. Recommend West- 
inghouse Mazda Lamps for better “See-ability.” 
Westinghouse Electric and Manufacturing Co., 
Bloomfield, N.J. Plants in25 cities... offices everywhere. 


Photographs, courtesy Wright Aeronautical Corporation, Paterson, N.J. 
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* LET’S ALL BACK THE ATTACK ..:s. BUY MORE WAR BONDS ® 
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REGIONAL ANALYSIS 


‘}’ HE apparent uneven distribution of sales throughout 

the nine geographical regions in October seems to be 
the result of an unusual index condition rather than 
evidence of an actual variation in sales among those 
regions. 

A complete reversal of regional sales performance 
will be noted, when the October regional chart is com- 
pared with that for September, with the regions that 
were high in September registering low in October, 
and vice versa. 

Thus we see that regions 1, 6 and 8 show a fairly 
high recovery from severe lows in September. At the 
same time, regions 2, 3, 4 and 9, which were high in 
September, show up in the October index as well below 
the national figure. 

The unevenness of sales distribution was_notice- 
able within both the industrial and agricultural regions. 
Industrial New England tied for second place with 
the less industrial and more agricultural states of 
Arkansas, Louisiana, Oklahoma and Texas, while the 
*plane- and ship-building states of the West Coast 
reported sales off to 92 percent of the September level. 
The highest gain was recorded by the Mountain States, 
and the most severe decline by the states in the East 
South Central region, yet both regions have essentially 
the same character as far as concerns their balance 
of industry and agriculture. 

The report from region 5, the South Atlantic 
States, showing sales volume 6 points below that for 
the nation, shook that region out of its place as a 
barometer of national sales. For 5 months, from June 
to September, the sales in region 5 have never varied 
more than 1 point above or below the national figure. 
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OCTOBER, 1943 


Figures in this table apply to the geographic divisions 
as outlined and numbered in red ink on map above 














SALES INVENTORIES 
October, 1943 October, 1943 
Compared in % with Trading Compared in % with 

Region | 
September | October | (See Map) | September | October 
1943 | 1942 1943 | 1949 
103 | 85 1 105 | 76 
99 77 2 99 | 64 
97 79 3 105 | 71 
96 79 4 98 | 64 
91 71 5 104 | 71 
88 58 6 104 65 
103 74 7 99 64 
109 61 8 89 68 
92 72 9 104 92 
For 
97 75 U.S.A. 102 72 























No other group of states has so closely paralleled the 
national sales volume. 

The overall gain in wholesalers’ inventories in Octo- 
ber was due probably to proportionately larger deliv- 
eries of goods in 5 particular regions, Nos. 1, 3, 5, 6, 
and 10. The other states reported declines ranging 
from 1 to 11 percent below the September level. 

For regions 5 and 9, the individual gains of 4 percent 
represented comebacks from considerably low inven- 
tory situations in September. Region 6 held its own 
with inventories at 99 percent of its record-breaking 
level of the previous month. 
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EXCLUSIVE 


BALLAST QUICKLY ACCESSIBLE 
Mounted in explosion-proof housing at 
center of unit, under outer dust cover. 
Easily reached when replacement is 
necessary. Flexible coupling relieves 

any possible strain on Pyrex tubes. 


SAFE, EASY LINE CONNECTIONS 
Upper explosion-proof screw cover 
removed. Connecting block simplifies 
installation. No other connections are 
made on the job. 


EASILY, QUICKLY RE-LAMPED 
Lower screw covers removed. Left 
shows easily accessible starter, which 
can be replaced without removing lamp. 
Right shows lamp supported by wire 
cradle in tightly sealed explosion-proof 
Pyrex tube. Cradle seats lamp easily 
at far end. Special tool furnished for 
engaging electrodes in handling lamps. 





APPLETON DEVELOPMENT 


First to offer the advantages of 
fluorescent lighting in hazardous 
locations, the Appleton Explosion- 
Proof Fluorescent Lighting Fix- 
ture, announced one year ago, 
scored an immediate success! 
In locations as far away as 
Hawaii—oil refineries, chemical 
plants, powder mills, lacquering 
departments, grain elevators, 
and other establishments where 
volatile liquids, flammable gases 
and combustible dusts are pres- 
ent—these highly efficient, well- 
balanced Appleton units ave 
stepping up production for war. 
Easily installed and serviced 
(see small illustrations at left), 
Appleton Explosion- 
Proof Fluorescent 
Lighting Fixtures are 
skilfully designed, 


ruggedly built, to providea wide 
margin of safety. They are typical 
of the complete Appleton line 
of Explosion-Proof Equipment, 
bracketing every industrial wire 
and lighting requirement. 
Suggest to your customers that 
they make a check on the hazard- 
ous locations in their communities, 
NOW! They’ll find poorly lighted 
plants that will welcome the 
news they can now have efficient, 
modern lighting—with safety! 
Sold Through Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVE. - CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 76 Ninth Avenue + DETROIT, 
7310 Woodward Avenue « CLEVELAND, 1836 Euclid Avenue 
« SAN FRANCISCO, 655 Minna Street « ST. LOUIS, 420 
Frisco Bldg. « LOS ANGELES, 100 North Santa Fe Avenue 
* ATLANTA, 175 Luckie Street, N. W. * BIRMINGHAM 
6 N. Twenty-first Street « MINNEAPOLIS, 305 Fifth 
Street, S. « PITTSBURGH, 418 Bessemer Bldg. 


Resident Representatives: Baltimore, Boston, Cincin- 
nati, Dallas, Denver, Kansas City, Milwaukee, New 
Haven New Orleans, Philadelphia, Seattle 














Industry is Going to Want 
More CHAMPIONS Jhan Ever 


Supplying dependable Flworescent and Incandescent Lamp replacements has been and continues to be one 





for years to come, once the lid is off and industry has the chance to capitalize on the war-proved value 
and true economy of more and better light 


of vour most valuable services to war industry. You can look forward to substantial volume and profits 


Put yourself in the strongest possible position by supplying lamps of: 
I. Champion Quality esult of specia 3 Champion Service 
ization si 1900 by rg tio 


pro ion Capacity, ample 
i top rated i storage and shipping facilities,a strong engineering 
equipped with ) tio i und staff and trained men in the field to give immedi- 
ent resource ate assistance on all lan Pp and lighting prob e 
2. Champion Responsibility back of tl rod 4. Champion Economy he diamond mark o 
sO f th irgest a every lamp signifies lower costs than are obtat 
Se ee eT ae a amp industry i 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED 





ELECTRIC LAMP CO. 


N 
to 
] 


WHOLESALER’S SALESMAN — January 1944 








r 


WHOLESALERS SALESMAN 





° machinery, selling prices were greatly 
Wholesalin Costs [J held reduced. Distribution costs were not 
p susceptible to such reductions and as 
selling prices declined distribution ac- 
counted for a larger proportion of the 

B Post-War Planners selling price. 
y 2. Many distribution costs have con- 
tributed to or have made possible cuts 
in manufacturing costs by developing 


Study of pre-war distribution costs show them not exces- large markets and thus making possible 
sive, business newspaper reports. Shows distribution me APPCATION OF The 1 a 

duction methods. Ch - played by 
costs cannot drop in proportion to manufacturing costs advertising and by efficient selling or- 


ganizations in opening markets for new 
mass products illustrates the essential 


HE moder system of distribution, 1. Because of the sharp cuts in haracter of distribution costs. 
of which the electrical wholesaler manufacturing costs since World War 3. Certain distribution costs are the 
is such an integral part, received a I, through the use of more efficient result of the offering of expensive serv- 


comparatively clean bill of health in 
surveys designed to search for methods 





of lowering costs of post-war products, 
. ‘cording to a report published recently 
by the New York Journal of Commerce. 


Post-war setae — made 
studies of past distribution methods be- 
cause of the importance of distribution 
costs in the final sales prices yf con- 
sumer goods \t first sight, the report 
stated, it seemed obvious that a promis- 
ing plac for cutting costs had been 
found because it was known that dis- 
tribution costs amount, on an average 
to 50 or 60 percent of the price to the 
consumer. It was felt that any saving 

distribution costs might make up for 


the higher labor and other manufactur 
ing costs which will move up the post- 
war price level ot 2s oods. 

However, according to the Journal of 
Commerce, these experts found, that 
such high hopes of cutting costs in the 
marketing ~ goods were not based on 


thorough knowledge of distribution and 
wholesaling practices. | hey liscove red 
that wherever private enterprise could 
cut costs before the war they did so, 
whether in the Geld of manctacturing PROCTOR’S “SWAP PLAN” introduced with fanfare reminiscent of pre- 
or in distribution. war new-line promotion by the Duquesne Light Company of Pittsburgh. 

Here is a summary of conclusions: The plan, originated by the Proctor Electric Company and endorsed by the 





Investigations made of distribution WPB, is designed to recover and redistribute idle or used appliances. Instru- 
costs by individual corporations and by mental in promoting the plan are the men seen above, lett to right: G. W. 
trade associations have generally shown Ousler, Duquesne Light Co.; R. E. Imhoff, Proctor Electric Co.; P. B. 
that criticism of such costs was not Valle, WPB; E. C. Stone, Duquesne Light Co.; D. E. Winslow, WPB 
founded on fact for the following rea- P. H. McCance, G. A. Gardner, and R. C. Wenz, Duquesne Light Co.; and 
sons: Sam Vining, Proctor Electric Co. 
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See any signs of post war planning that look promis- 
ing? Notice anything stirring among your local 
contractors who'll be buying a terrific amount of 
electrical fittings for adequate wiring in the 5-Billion 


Dollar building boom as soon as the war’s over? 


Everywhere you turn there’s a reconversion job in the 
offing. Reconversion points to re-wiring, and re- 
wiring points to T & B Lock-Tite Pressure (Solder- 


less) Connectors. 


So sharpen up the old sales story. These Lock-Tite 
babies install fast and stay fast. No fussing around 
with the solder pot. No loose parts to spill on the 
floor, because these Lock-Tites are one-piece con- 
struction. A cinch for any one who can turn a screw 
driver or a key wrench. Remind the P. A. that they’re 
salvageable, and that each fitting takes several wire 


sizes. 


WHAT’S IN THE WIND 
IN YOUR TERRITORY? 








These lugs, taps and connectors 
install fast, stay fast. 


LOCK-TITE LUG 


7 sizes take al] cables =4 
to 1,000,000 CM 









LOCK-TITE TAP 


6 sizes tap all] mains 1/0 to 
500,000 CM to all branches 
=2 to 500,000 CM 
















HINJON JUNIOR 


12 sizes tap all] mains <8 to 
1,000,000 CM to all branches 
#14 to £1. Solid or stranded 


, LOCK-TITE 2-WAY 


7 sizes make all splices 
=4 to 1,000,000 CM 


An assortment solves 90% of 
your customers’ wiring problems. 











Tell the boys you'll supply Lock-Tites from stock, and 


and 6 Ry 
we mean ONLY —through you Electrical Wholesalers. Ada 


tell them too that T & B Fittings are sold only 
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THE THOMAS & BETTS CO. 


INCORPORATED 


MANUFACTURERS OF ELECTRICAL FITTINCS SINCE 1899 
ELIZABETH, NEW JERSEY 
In Canada: Thomas & Betts Ltd. Montreal 





E Flag awarded April, 1943 


White Star awarded October, 1943 
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ices or of a large variety of styles which 
the public regards as desirable. Thus 
the offering of automobiles of different 
colors requires larger carrying costs on 
inventories than would be necessary if 
black cars alone were made. 


Sees Future For 
Television Sales 


Within 5 years after commercial 
resumption of television, programs 
broadcast by a network of 157 key-city 
stations will be available to 60 percent 
of the people of the United States, ac- 
cording to Thos. F. Joyce, manager of 
the radio, phonograph and television 
department of the Radio Corporation of 
America. Mr. Joyce was speaking be- 
fore the joint meeting of the American 
Television Society and the Advertising 
Club of New York. 

One requirement for such an expan- 
sion of the wholesale and retail mar- 
ket for television is the production of 
a television receiver priced at approxi- 
mately $200, according to Mr. Joyce. 

“Such a receiver is possible,” he said, 
“based on 1940 labor and material costs, 
and assuming no excise taxes. Of 
course, the post-war price would be in- 
creased by the factors of inflation and 
excise taxes.”’ 

Mr. Joyce declared that within ten 
years after full commercialization of 
visual broadcasting, television will be 
a billion-dollar industry. 


Dealer Program 
Helps Bond Sales 


The “U” plan for “V Day,’a pro- 
gram sponsored by Universal House- 
hold Helps, and designed to emphasize 
the sale of war bonds by appliance deal- 
ers, is reported by Landers, Frary and 
Clark to be steadily gaining recognition 
throughout the country. 

The plan, published in a 20-page 
booklet, proposes that dealers tie-in 
whatever advertising they are doing 
with war bonds. A series of “U” plan 
for “V Day” advertising mats have 
been prepared by Landers, Frary and 
Clark for use by dealers in their own 
local newspapers. 


Surplus Stocks Move 
After WPB Listing 


In spite of depleted sales staffs, there 
still seems to be a way to get nation- 
wide sales coverage—at least for the 
disposal of relatively-scarce items, ac- 
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cording to one small New England 
wholesaler. 

Although his sales staff has been cut 
to nothing by the draft, this Lowell, 
Mass., wholesaler found his stock of 
two-lamp fluorescent fixtures in de- 
mand as far distant as Flint, Mich., 
merely because he made a routine regis- 


tration of them with the War Produc- 
tion Board. 

The effect of such registration was 
well demonstrated, he reported to a 
WHOLESALER’S SALESMAN editor re- 
cently, when it is noted that he sud- 
denly received telephone calls from a 
Buick-operated warplant in Michigan, 








EMPLOYEES WHO CAN TAKE IT, like so many thousands of others, 
are these four from the Home Electric Company, Tacoma, Wash., who 
have been in the thick of the war construction and production work in that 


area since the defense program started. 


Left is T. E. Miller, who has been 


with the company for 27 years, A. M. Haagen, inside salesman, Alice Kage- 


ler and Carol Webb, stenographers. 





FOR OUTSTANDING PRODUCTION, the Reeves Sound Laboratories, 


Inc., New York, received the Army-Navy “E” 
Left to right are: Colonel Conrad E. Snow, 


the Waldorf-Astoria Hotel. 


at special ceremonies held at 


USA, who made the presentation; Lawrence D. Ely, and Hazard E. Reeves 
of the company; Sgt. Alex J. Kolonics, wounded veteran; Louis Bourguig- 
non, chief electrician at Reeves; Lt. Ralph E, Whitney, US.N.R. 











—~|\eclaration for 


= 
om 


independents 


N our field, independent jobbers have made 
| important contributions to the war effort. At 
the same time, despite the handicap of restric- 
tions, they have maintained an adequate service 
of civilian supply. 


This record of achievement is vital in the plan- 
ning of a program of postwar expansion for 
Sylvania as an independent in electrical goods 
manufacture. There will be many more and dif- 
ferent Sylvania products than ever before — 
products to sell to the home, to commerce and to 
industry. 


War assignments increased Sylvania’s 1942 pro- 
duction 57% over that of 1941 — and produc- 
tion for the first nine months of 1943 exceeded 





that of a comparable period the previous year 
by 93%. This makes for greater strength and 
experience in research and manufacture. 


When peace lifts the restrictions and expands 
operations, Sylvania, as an independent manu- 
facturer, will look first to independent jobbers 
for a means of distribution. Working together 
to supply better things for more people, indepen- 
dents can and will develop markets for new and 
improved products to their mutual advantage. 


This declaration for independents by an indepen- 
dent is made with full recognition of prewar 
trends in our business, but with confidence that 
there will always be a place at the top in the 
future. 


“It pays to sell SYLVANIA” 


ELECTRIC PRODUCTS INC. 


EXECUTIVE OFFICES: 500 FIFTH AVENUE, NEW YORK 18,N.Y. 


INCANDESCENT LAMPS, FLUORESCENT LAMPS, FIXTURES AND ACCESSORIES, RADIO TUBES, CATHODE RAY TUBES, ELECTRONIC DEVICES, ELECTRICAL APPLIANCES 
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from Washington, Hartford, and many 
important war centers throughout the 
eastern seaboard. 

The stock of fluorescent fixtures had 
been purchased in anticipation of a 
local school lighting job which was 
later postponed for the duration. As 
this wholesaler’s territory extends not 
more than 15 miles in any direction 
frem Lowell, his market for the fixtures 
was limited until registration with the 
WPB gave him scores of anxious cus- 
tomers. 

One hundred of the fixtures eventu- 
ally went to a new shipyard in north- 
ern Maine, and the others were 
distributed in small lots to vital war 
centers in New England. 


Fan Maker Reaffirms 
Wholesaler Policy 


That the wholesalers who helped 
establish and maintain its pre-war 
markets will be equally essential in the 
post-war period, and that the company 
would continue its policy of selling 
its products only through  regulai 
wholesale channels, was stated recently 
by the Robbins and Myers, Inc., manu- 
facturers of fans and motors, through 
its vice-president, C. H. Clark. 

In a letter to the company’s distribu- 
tors Mr. Clark outlined the company’s 
policy on post-war distribution of fans, 
ind stated that Robbins and Myers, 
Inc., felt today as it always has, that 
the wholesaler proy ides the most 
efficient and economical method of dis 
tributing fans. 

Mr. Clark took the opportunity to 
innounce a major change in the Rob- 
bins and Myers line. As planned more 


than three vears ago, and not put into 
effect because of war conditions, the 
company will discontinue its middle 
priced line. Two lines will be con 


tinued, he said, one the popular priced 
j 


rice 
line and the other a deluxe higher 
priced line, both to carry many 1m- 
provements over pre-war models. 


Four In. One Going— 
A Wholesaler Record 


With four sons now serving in the 
armed forces, and another son to ente: 
the service soon, it appears that Frank 
P. McCartin, electrical wholesaler of 
Lowell, Mass.. may hold the record in 
this industry. At least, no record to 
exceed it has been reported to WHOLE- 
SALER’S SALESMAN. 

One of Mr. McCartin’s boys is a 
Navigator on a transport plane which 
flies the Burma Road of the Air, be- 
tween India and Chungking, China. 
This boy. as well as the others, has 
worked in the electrical wholesaling 
business with his father. 


luties as manager of the Memphi 
R.B.Sayre to Head tutes as manager of the | 


He replaces Mr. O. B. Chandler w 


Graybar at Memphis Sieh somata thle: Gaeta soe 


of continuous service with Graybar. 


R. B. Sayre, who has been with the Mr. Sayre joined Graybar-Memphis 
. Ee , . - . ’ ‘ an BA 
Graybar Electric Company, Inc., for as a warehouse clerk in October, 1921, 
twenty-two years, has taken up his (Continued on page 4) 








LIGHTING MANUFACTURER gets “M” award in recognition of out- 
standing achievement in the production of searchlights for the “Victory” 
Ships. Curtis Lighting Company, the recipient, received the award in Chi- 
cago at a ceremony at which the Honorable Thos. M. Woodward, commis- 
sioner of the U. S. Maritime Commission, Washington, D. C., made the 
presentation. In the top photo: Left to right, J. M. Drewry, assistant to 
Commissioner Woodward; Hon. Thos. M. Woodward; Darwin Curtis, presi- 
dent of Curtis Lighting, Inc.; Kenneth Curtis, chairman of the board of 
Curtis Lighting. In the lower photo, Mr. G. T. Morrow, vice-president and 
acting general manager of the company is making a speech at the “M” award. 
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By Alfred Byers, secretary 


National Electrical Wholesalers Association 


GLANCING BACK AT N.E.W.A.'S 1943 


When Father Time turned his page 
to 1943, just twelve months ago, 
N.E.W.A. was doing likewise, in one 
manner of speaking. It was then just 
embarking upon new ventures of 
growth, new experiments in activities 
and service and, above all, new man- 
agement under Charles G. Pyle. The 
promise of things to come looked 
bright indeed for N.E.W.A. 

We are now advanced a full year 
upon those ambitious ventures. Their 
promise has been more than fulfilled. 
N.E.W.A. finishes 1943 with a ma- 
terially enlarged membership and a 
number of successfully completed ac- 
tivities of benefit to the members and 
to the industry at large. And “Charlie” 
Pyle has completed a year in an 
activity brand new to him when he 
entered it, but in a field he knew 
well. He has completed that year 
with great credit to himself and has 
brought N.E.W.A. to new and ever 
greater prominence among the larger 
and more important trade associations 
of America. 


LOOKING AHEAD TO N.E.W.A.'S 1944 


If anything, prospects for the year 
ahead are even more encouraging than 
those of a year ago. President D. 
Lyle Fife and Managing Director 
“Charlie” Pyle together with the Man- 
agement Committee are now complet- 
ing certain plans begun the latter part 
of last year. These plans involve new 
distributive industries, still more 
broadened programs, and a continuing 
increase in membership. 

Accomplishment of these objectives 
appears to be _ extremely likely. 
N.E.W.A. will thereby acquire even 
greater stature which will enhance 
materially its effectiveness in dealing 
with problems of national scope for 
electrical wholesalers whatever their 
size, wherever they operate, and re- 
gardless of their affiliation with the 
association. 

Mr. Pyle sees 1944 as a year of real 
opportunity for the association to do 
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an outstanding service for the vast 
and important industry it serves 
and of which it is an integral part. 
Says Mr. Pyle, “One thing is sure 
about the coming year. It will dis- 
close real challenges to our industry 
and N.E.W.A., is prepared to meet 
them—successfully.” 


PLANNING FOR APPLIANCE 
DISTRIBUTOR MEMBERSHIPS 


Translating the importance of 
N.E.W.A. membership to electrical 
appliance distributors has been the 
specific responsibility of a special com- 
mittee appointed by President Fife, by 
authority of the Executive Committee 
at its meeting last October. 

Several meetings have been held 
and considerable data have been col- 
lected. Much importance is attached 
to the work of this committee. Its final 
recommendations to the Management 
and the Executive Committees could 
be far reaching in their effects on the 
association’s frame work. 

Completely mindful of the serious 
character of its assignment, the com- 
mittee is pursuing it painstakingly and 
exhaustively. They can confidently be 
expected to make recommendations 
only after having carefully explored 
their soundness and adaptability to 
N.E.W.A.’s best interests. 


POST-WAR PLANNING COMMITTEE 
MAKING FINE PROGRESS 


N.E.W.A. members were informed 
recently of the second in the series of 
“forum” meetings held by this com- 
mittee in New York on December 14th. 
Again the association is indebted to 
Herbert Metz, the committee’s chair- 
man, for a constructive agenda and 
some most interesting and able “in- 
vited guests.” 

On that occasion these guests were 
from the Department of Commerce at 
Washington and New York, and also 
from the staff of National Electrical 
Manufacturers Association. Salesman- 
ship in the post-war period, post-war 





electrical markets, and industry’s as- 
similation of the returning veterans 
were the important matters discussed. 

Similar to the forum Mr. Metz con- 
ducted last August, this meeting also 
produced much vital and helpful in- 
formation for the distributors of elec- 
trical supply materials and appliances. 
Because of its importance to everyone 
engaged in electrical goods distribu- 
tion the report will be released to the 
trade press, as was done in the case 
of the August forum, so that its valu- 
able contents can be studied, at leisure, 
by all distributors who are thinking of 
their positions in the uncertain post- 
war years. In making these reports 
available in this manner, N.E.W.A. 
feels that it is contributing to the 
development of constructive industry 
planning, and to the economic standing 
of wholesaling as a nationally needed 
distributive channel. 


INGRAHAM'S COMMITTEE TO 
RELEASE ADDITIONAL REPORTS 


The Post-War Planning Commit- 
tee’s Sub-Committee on appliances, 
headed by E. B. Ingraham, reports 
that several additional reports are 
nearing the release stage. His com- 
mittee has been busy with the prepara- 
tion of them following considerable 
personal research by the members. 
Dealer financing, establishment of 
dealerships, and further developments 
in the non-electrical retail field, are 
some of the topics to be covered. The 
members working with Mr. Ingraham 
on his committee are Messrs. R. J. 
Brown, R. Beller and C. S. Powell. 


N.E.W.A. NEWSLETTER 


A new bulletin service was inaugu- 
rated last month for N.E.W.A. mem- 
bers. Contents combine information 
regarding war-time regulations and 
control orders and current outstanding 
notes on N.E.W.A. activities and trade 
comments. 

The new service is 
“N.E.W.A. Newsletter.” 


named the 


GREETINGS 


More than ever before in recorded 
human history the individual of our 
time knows the awful meaning and 
terrible price of war. General Sher- 
man’s famous one word definition of 
it is one to which we all universally 
and loathfully subscribe. 

Yet, though that “Hell” may be 
ours throughout the year before us, it 
is our hope that all who read this 
may enjoy a considerably greater share 
of happiness than may at this dark 
moment seem to be in store for him. 

To you all, the happiest possible 
New Year; and during it may nothing 
swerve us from our determined drive 
to early and complete Victorv. 
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By Alfred Byers, secretory 


National Electrical Wholesalers Association 


GLANCING BACK AT N.E.W.A.'S 1943 


When Father Time turned his page 
to 1943, just twelve months ago, 
N.E.W.A. was doing likewise, in one 
manner of speaking. It was then just 
embarking upon new ventures of 
growth, new experiments in activities 
and service and, above all, new man- 
agement under Charles G. Pyle. The 
promise of things to come looked 
bright indeed for N.E.W.A. 

We are now advanced a full year 
upon those ambitious ventures. Their 
promise has been more than fulfilled. 
N.E.W.A. finishes 1943 with a ma- 
terially enlarged membership and a 
number of successfully completed ac- 
tivities of benefit to the members and 
to the industry at large. And “Charlie” 
Pyle has completed a year in an 
activity brand new to him when he 
entered it, but in a field he knew 
well. He has completed that year 
with great credit to himself and has 
brought N.E.W.A. to new and ever 
greater prominence among the larger 
and more important trade associations 
of America. 


LOOKING AHEAD TO N.E.W.A.'S 1944 


If anything, prospects for the year 
ahead are even more encouraging than 
those of a year ago. President D. 
Lyle Fife and Managing Director 
“Charlie” Pyle together with the Man- 
agement Committee are now complet- 
ing certain plans begun the latter part 
of last year. These plans involve new 
distributive industries, still more 
broadened programs, and a continuing 
increase in membership. 

Accomplishment of these objectives 
appears to be extremely likely. 
N.E.W.A. will thereby acquire even 
greater stature which will enhance 
materially its effectiveness in dealing 
with problems of national scope for 
electrical wholesalers whatever their 
size, wherever they operate, and re- 
gardless of their affiliation with the 
association. 

Mr. Pyle sees 1944 as a year of real 
opportunity for the association to do 
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an outstanding service for the vast 
and important industry it serves 
and of which it is an integral part. 
Says Mr. Pyle, “One thing is sure 
about the coming year. It will dis- 
close real challenges to our industry 
and N.E.W.A, is prepared to meet 
them—successfully.” 


PLANNING FOR APPLIANCE 
DISTRIBUTOR MEMBERSHIPS 


Translating the importance of 
N.E.W.A. membership to electrical 
appliance distributors has been the 
specific responsibility of a special com- 
mittee appointed by President Fife, by 
authority of the Executive Committee 
at its meeting last October. 

Several meetings have been held 
and considerable data have been col- 
lected. Much importance is attached 
to the work of this committee. Its final 
recommendations to the Management 
and the Executive Committees could 
be far reaching in their effects on the 
association’s frame work. 

Completely mindful of the serious 
character of its assignment, the com- 
mittee is pursuing it painstakingly and 
exhaustively. They can confidently be 
expected to make recommendations 
only after having carefully explored 
their soundness and adaptability to 
N.E.W.A.’s best interests. 


POST-WAR PLANNING COMMITTEE 
MAKING FINE PROGRESS 


N.E.W.A. members were informed 
recently of the second in the series of 
“forum” meetings held by this com- 
mittee in New York on December 14th. 
Again the association is indebted to 
Herbert Metz, the committee’s chair- 
man, for a constructive agenda and 
some most interesting and able “in- 
vited guests.” 

On that occasion these guests were 
from the Department of Commerce at 
Washington and New York, and also 
from the staff of National Electrical 
Manufacturers Association. Salesman- 
ship in the post-war period, post-war 





electrical markets, and industry’s as- 
similation of the returning veterans 
were the important matters discussed. 

Similar to the forum Mr. Metz con- 
ducted last August, this meeting also 
produced much vital and helpful in- 
formation for the distributors of elec- 
trical supply materials and appliances. 
Because of its importance to everyone 
engaged in electrical goods distribu- 
tion the report will be released to the 
trade press, as was done in the case 
of the August forum, so that its valu- 
able contents can be studied, at leisure, 
by all distributors who are thinking of 
their positions in the uncertain post- 
war years. In making these reports 
available in this manner, N.E.W.A. 
feels that it is contributing to the 
development of constructive industry 
planning, and to the economic standing 
of wholesaling as a nationally needed 
distributive channel. 


INGRAHAM'S COMMITTEE TO 
RELEASE ADDITIONAL REPORTS 


The Post-War Planning Commit- 
tee’s Sub-Committee on appliances, 
headed by E. B. Ingraham, reports 
that several additional reports are 
nearing the release stage. His com- 
mittee has been busy with the prepara- 
tion of them following considerable 
personal research by the members. 
Dealer financing, establishment of 
dealerships, and further developments 
in the non-electrical retail field, are 
some of the topics to be covered. The 
members working with Mr. Ingraham 
on his committee are Messrs. R. J. 
Brown, R. Beller and C. S. Powell. 


N.E.W.A. NEWSLETTER 


A new bulletin service was inaugu- 
rated last month for N.E.W.A. mem- 
bers. Contents combine information 
regarding war-time regulations and 
control orders and current outstanding 
notes on N.E.W.A. activities and trade 
comments. 

The new service is named the 
“N.E.W.A. Newsletter.” 


GREETINGS 


More than ever before in recorded 
human history the individual of our 
time knows the awful meaning and 
terrible price of war. General Sher- 
man’s famous one word definition of 
it is one to which we all universally 
and loathfully subscribe. 

Yet, though that “Hell” may be 
ours throughout the year before us, it 
is our hope that all who read this 
may enjoy a considerably greater share 
of happiness than may at this dark 
moment seem to be in store for him. 

To you all, the happiest possible 
New Year; and during it may nothing 
swerve us from our determined drive 
to early and complete Victorv. 
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Making electric service safe and sure has been the sole business of Russell & Stoll Company 
since 1902. For each hazardous industry there are scores of specially constructed R & S 
connectors, switches and lighting fixtures which eliminate the hazards of water, vapor, 
dust or explosive gases. 
And in all industries, the well known R&S Ever-Lok receptacles and plugs insure 
against failure of service due to faulty connections. 
R&S catalog No. 90, contains 300 pages of information, and is presumably in the 
hands of all electrical engineers, contractors and jobbers. If you did not 


Scuce G02 receive your copy, please write us on your company stationery. If it isn't 
in the catalog, R&S will consider making it. 


RUSSELL & STOLL COMPANY 
EXPLOSION-PROOF WATER-TIGHT AND EVER-LOK RECEP- 
TACLES, PLUGS, CONNECTORS, SWITCHES AND FIXTURES 


125 BARCLAY STREET - NEW YORK 7, N. Y. . : 
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Reconversion 





and Contract Termination 





MERICAN industry is dedicated to an all-out 
. to achieve victory, and its good faith 
in this direction is amply demonstrated by the 
results. 

American industry also is dedicated to making 
democracy work effectively after the victory. And 
it is toward this objective that industry must 
prepare itself to guide the processes of demo- 
bilization and reconversion in order to minimize 
the dislocations and chaos which too easily can 
result from so tremendous a task. 

We exercised foresight from the very beginning 
of the war mobilization program. Let us now ex- 
ercise foresight in the approaching changeover 
from a wartime to a peacetime economy. 

The first step in converting American industry 
from military to civilian production is the termi- 
nation of contracts between the government pro- 
curement agencies and the producers. There are 
now in force war contracts amounting to tens 
upon tens of billions of dollars. As the demand 
for weapons of war decreases, the Armed Services 
will undertake to cancel contracts. With the em- 
phasis shifting from weapons of one category to 
weapons of another category, many billion dol- 
lars worth of contracts already have been termi- 
nated. It is hoped that the experience now being 


gained in this work will provide the basis for ef- 
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fective and sound procedures when an avalanche 
of cancellations comes later. 

Many complex problems involved in the termi- 
nation of contracts will materially influence the 
success of the entire reconversion program. Once 
war demands fall off sufficiently to permit the 
renewal of civilian production, we will have to 
act with great speed if we are to avoid large-scale 
unemployment. Prompt financial settlements of 
contracts and the rapid clearance of plants are of 
immediate and great significance. In many cases 
the removal of equipment and raw materials will 
be more important than money payments. The 
allocation of raw material for civilian production 
will be of paramount importance. 

Government agencies obviously must exercise 
great care in spending the people’s money and 
in protecting the interest of the public against 
excessive payments. Unjust enrichment at the ex- 
pense of the people will not be condoned nor 
will it reflect favorably upon management to 
present inflated claims. But long-delayed nego- 
tiations, which will retard the initiation of ci- 
vilian production, likewise must be avoided. 

The contracting agencies and the manufac- 
turers both know that the greatest losses in the 


reconversion period will result from delays in 


getting peacetime production under way. The 





greatest potential wastes lie in unemployment 


and in idle plants. The magnitude of such losses 
to the public can be far greater than the money 
spent in liberal settlements; to the manufacturer, 
these losses can represent vastly more.than the 
extra funds that might result fom interminable 
litigation. Policies must be firmly established 
now whereby the manufacturers, including sub- 
contractors and suppliers, will receive substantial 
settlements immediately in order that ample 
funds be available for reconverting plants and 
accumulating necessary inventories of peacetime 
goods. Nor must we overlook the fact that the 
uncertainty of long drawn-out disputes will have 
a stifling effect on enterprise and that final settle- 
ments, therefore, should be made as promptly 
as possible. 

Plants that are equipped largely with special 
wartime tools and machines and that are fully 
stocked with materials, components, and finished 
military products will not be able to undertake 
any substantial degree of conversion until this 
machinery and this inventory are removed. Ad- 
vance arrangements are essential for the prompt 
clearance of great numbers of plants the country 
over. Adequate warehousing facilities must read- 
ily be available so that the changeover to civilian 
production will not be hampered. 

As war demands decline, civilian output will 
be resumed; and while we recognize that the 
demands for munitions must vary as the strategy 
of the military leaders is changed, it is hoped 
that the Armed Services already have or soon 


will develop schedules of their continued needs 
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under different strategic assumptions. If we know 
in advance the probable curtailment in war re- 
quirements we are in position to estimate the 
timing and the quantities of raw materials, the 
number of workers, and the industrial facilities 
which will be available for peacetime purposes. 
It will then be possible to integrate the lifting 
of restrictions on civilian production with the 
drop in war production. 

Needless unemployment and idle plants will 
prevail if restrictions on the output of civilian 
goods are removed at a slower rate than available 
manpower, materials and plants permit. On the 
other hand, if the controls on civilian produc- 
tion are removed prematurely or too freely, then 
the production of military requirements will be 
hampered correspondingly. There will be great 
clamor and pressure for eliminating all restric- 
tions as soon as any measurable quantity of mate- 
rials and numbers of workers are freed from war 
work. It will react adversely on industry as well 
as on government if these pressures are heeded 
indiscriminately, thereby retarding the produc- 
tion of munitions for our boys who still will be 
fighting and dying at the front. The coordination 
of declining war demands with increasing civilian 
production probably is the most difficult and at 
the same time the most important task in our 
entire reconversion problem. Advance planning 
and sound judgment are essential. 

An order of priority for initiating non-war or 
civilian production must be prepared beforehand. 
The schedule of resumption of peacetime pro- 


duction should be governed by the amounts of 
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materials, manpower and facilities that are avail- 
able as well as by the relative needs or importance 
of different products. There will be strong com- 
petition for priority among the various kinds of 
consumer goods, equipment needed for recon- 
version, producers goods required for expansion 
and modernization, and export demands. Rela- 
tive need obviously is the most compelling cri- 
terion. But because of the importance of expedit- 
ing reconversion, earliest consideration is urged 
for the tools and fixtures and models which will 
expedite large-scale civilian production when ade- 
quate labor and materials are available. In any 
case, advance schedules will be needed to avoid 
a makeshift, piecemeal lifting of controls on the 
basis of who shouts the loudest. 

Another difficult problem of the reconversion 
period will be to keep to a minimum the distor- 
tion of inter-industrial and intra-industrial rela- 
tionships. Many varieties of consumers goods 
compete for the consumer dollar, and some in- 
dustries will offer strong resistance if the green 
light is given first to industries whose products 
may thereby acquire a time advantage. 

Even more difficult will be the matter of com- 
petition between companies producing the same 
products. Some manufacturers may find them- 
selves tied up with continuing war contracts 
with restrictions on their peacetime products 
suddenly lifted and their competitors free to 
take advantage of the situation. The declining 
need for different kinds of war materiel will vary 
greatly, and some producers inevitably will be 


available for peacetime production considerably 
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in advance of some of their competitors. 

This raises the question of victory models or 
nucleus plants to eliminate competitive advan-- 
tages among producers of identical products 
pending the time when all are on an equal 
footing again. Policies controlling this should 
take into account the degree or the extent of 
competitive advantage which reconversion might 
bring, and also upon the time interval during 
which these advantages will prevail. Such pro- 
grams necessarily mean increased government 
control, hence they should be adopted only un- 
der the most pressing circumstances. 

There is the important question of termina- 
tion as between large and small plants. Fairness 
must be exercised, and undue advantace to either 
group must be avoided in extending opporiuni- 
ties to continue receiving profitable war orders 
or in getting back into civilian production. ‘The 
problems of small manufacturers must not be 
neglected in this period. Likewise, any restraints 
on new ventures and on more vigorous competi- 
tion must meticulously be avoided. 

There also is the question of communities 
which have been greatly enlarged and others 
which actually have been brought into being 
by the war. It might be advisable to terminate 
contracts in these areas first in order that the 
workers might be encouraged to migrate else- 
where while employment prospects are most 
favorable. Also, if continued production of some 
armaments is contemplated after the war, it might 
be well to concentrate this production in commu- 


nities which otherwise would be stranded. 
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If the process ot terminating contracts is to 


be geared into meeting continued demands for 


-munitions and also expediting reconversion, then 


the Armed Services must accept broad policy 
considerations as criteria for cancelling contracts. 
Procurement officers might be inclined to cancel 
contracts with all high cost producers first. Or 
they might be inclined to cancel small producers 
first so as to reduce the administrative burden. 
Then again, they might cancel the newer pro- 
ducers of specific products rather than the older, 
time-tried manufacturers. 

These procurement criteria may all be highly 
desirable and efhcient but other important con- 
siderations such as those mentioned above must 
be given proper attention. Demobilization can- 
not be a separate process from reconver- 
sion. ‘hey must be united. The termination of 
contracts is a demobilization task, but I am con- 
fident that the procurement agencies appreciate 
the importance of this operation in facilitating 
reconversion and that they will take full cogni- 
zance of the policies necessary for giving every 
assistance to initiating peacetime production. 

I have not attempted to raise all the important 
policy questions in terminating contracts, nor do 
I propose specific solutions for each major prob- 
lem. Rather it has been my purpose to indicate 
the complexities of the task which faces us and 
to urge that intelligent and sound plans be de- 
veloped now while there is time. By so doing, 
we can avoid the dislocations and economic dis- 


order which otherwise might characterize the re- 
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conversion period. The better we are prepared, 
the more rapid will be the resumption of full 
employment and good business after the war 
is won. 

This job of changing America’s industrial pat- 
tern from war to peace speedily and efficiently, 
is one which will tax the talents and knowledge 
of the ablest business men of the country. These 
men can, and I am sure that they will, attack 
this task with the same energy and determina- 
tion that characterized their efforts in the period 
of mobilization for war. 

Industry advisory committees were established 
to cooperate with governmental agencies in the 
great task of conversion to a full war economy. 
These committees are the means through which 
industry has the opportunity to play a major role 
in the solution of the problems of reconversion. It 
must assume that responsibility or accept the con- 
sequences in the form of enforced government 
control. Industry must take a renewed interest in 
these committees and make certain that our best 
minds and strongest men are available for the 
challenging job of conversion which we face now. 
It is a job that must be done well if we are to have 
a good start on the road to a greater democratic 


and free enterprise nation. 





President, McGraw-Hill Publishing Company, Inc. 
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Can you think of 7 better reasons for 


installing MILLER Fluorescent now? 





Here are provable facts— facts that have 
caused war industry to insist upon MILLER 
50 & 100 FOOT CANDLER Confinuous Fluor- 
escent Lighting Systems... 


DBP viv, IMPROVED DESIGN of the 


Miller Continuous Wireway Flourescent Light- 
ing System, constructed to comply with wartime 
regulations for conservation of critical materials 
—the same as introduced in 1939, 


TBP vssor LIGHTWEIGHT EQUIPMENT 


—rigid compact channels and Masonite reflec- 
tors—no reduction in lighting efficiency. 


y, 4 EXPOSED BALLAST for coolest possible 


operation—all wiring concealed but accessible 
upon removal of lightweight reflector. 





We suggest you write or wire today for complete information. 


THE MILLER COMPANY e MERIDEN, CONNECTICUT 





ini rigidly mounted back- 


to-back for mutual stiffening and maintenance of 
spacing. Miller patented lamp lock also avail- 
able, minimizing danger of falling lamps. 


DEP von INSTALLATION COST — savings 


of 30-50% again possible by use of 8 foot and 
10 foot rugged double length channels—one sus- 
pension per channel section—simplified wiring 
in continuous rows. 


Y 62 SIMPLIFIED MAINTENANCE— ballasts, 


lampholders and starters readily accessible 
starters located between lamps. 


LP svisonn ILLUMINATION—the 30 to 


50 or more footcandles required for war pro- 
duction easily obtainable from practical row 
spacings. 














ILLUMINATING DIVISION OIL GOODS DIVISION ROLLING MILL DIVISION 
Fluorescent, Incandescent Domestic Oil Burners Phosphor Bronze and Brass 
Mercury Lighting Equipment ond Liquid Fuel Devices in Sheets, Strips and Rolls 


WAR CONTRACTS DIVISION 
Wer Materiel 
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The Future of Electrical Wholesaling 
When Measured by the 





HILE it has been said that we 

learn nothing from history save 

that we learn nothing from his- 
tory, I hold to the belief that the 
sound fundamentals of business eco- 
nomics, proven in periods of the past 
must and will prevail in the future. 
Therefore, in looking at the position 
of the electrical wholesaler today and 
tomorrow, I like first to review the 
fundamental factors with the back- 
ground of yesterday as a means of 
comparison. 

In both World Wars, the function 
of the electrical wholesaler has been 
definitely established as being essen- 
tial and, being necessary in wartime, 
this clearly justifies his economic 
future in peacetime. 

The electrical wholesaler, and in 
fact most industry, entered the first 
World War in a normal condition 


with normal stocks and a background 
of normal business, profits and sur- 
plus, with relatively small taxes and 
little governmental control. 

Even during World War 1, the 
controls established by government 
were only minor and taxes were of 
no such burden as today. Jobbers 
and their customers, largely un- 
restricted, accumulated excessive 
stocks of electrical supplies at greatly 
inflated prices, and the close of the 
War found the electrical wholesaler 
over extended as to inventory at high 
cost, and with heavy advance com- 
mitments running many months into 
the future. Industrial customers’ 
stores were likewise enormous. 

While generally industry had ex- 
panded and converted, there was 
slight comparison in extent to that 
in this war. The subsequent shrink- 








(5 fORCE W. PROVOST, president of the Doubleday-Hill Electric Company 
of Pittsburgh, Pa., towers in the mind of this writer as the ‘Barney 
Baruch" of the electrical wholesaling industry. 

When we broke into the business, during World War |, George Provost 
already was considered somewhat of an oracle of the trade. 

Operating out of Pittsburgh, the seat of one of the country's basic indus- 
tries—steel—George had gradually achieved the distinct privilege of calling 
most of the important men in the steel business by their first name. 

He hobnobbed with them at Pittsburgh's famous Duquesne Club. He was 
often taken into their council. He sold the most important:steel mills most 
of what they needed in the way of electrical supplies and equipment. 

His ability to digest and interpret the knowledge that he gathered in his 
work of giving the country's greatest industry service, was so well known that 
particularly during the trying days of 1917-18 and in the 1919-20 fake boom 
and 1920-21 depression period, seldom would there be a wholesalers national 
or divisional meeting, when the smart operators of the period did not get 
George Provost into a corner and get him to analyse current trends and project 
future developments in the light of the present. 

Ever since we were assigned to the editorship of WHOLESALER'S SALES- 
MAN we have tried to get George Provost to set his thoughts down on paper 
for the enlightenment and benefit of the current crop of electrical wholesalers. 

That the spirit finally moved friend George to the point, where he did com- 
mit his observations and thoughts to writing at this critical time is indeed 
fortunate for the electrical wholesaling industry. 

We consider it an honor and a privilege to present here the timely and 
pertinent comments of one of the keenest observers and shrewdest analysts that 
the electrical wholesaling industry has produced. 


O. Fred. Rost, 
Editor 
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age in volume and values was heavy 
and abrupt. Uncontrollable losses 
were large and some business casual- 
ties resulted, although the previously 
accumulated cushion of reserves and 
surplus enabled most soundly man- 
aged concerns to survive during the 
up and down years following. The 
problem was accentuated to some de- 
gree by the dumping of Government 
owned surpluses on the market at 
sacrifice prices, through abnormal 
and of course non-industry channels. 

In spite of these adverse factors 
which, in themselves, indicated a pro- 
longed depression there were other 
offsetting factors in the form of the 
opening of new industrial horizons, 
such as the greatly expanded auto- 
motive industry with the corollary 
good roads program, broadcasting 
and the radio industry, household 
appliances, etc. The result—pros- 
perity instead of panic. All this in 
spite of the fact too that there was 
little indeed of organized cooperative 
planning on the part of business to 
overcome the adverse factors arising 
out of the War. The electrical whole- 
saler in general prospered not so 
much through good management, as 
by just sitting quietly in the boat and 
riding the crest of prosperity’s wave. 

In comparison the present World 
War started just at the time business 
was starting the upward turn, after 
history’s greatest depression. The 
electrical wholesaler’s financial posi- 
tion had been undermined by the 
losses suffered during that great and 
prolonged collapse, and by the bur- 
den of heavy taxation that prevented 
him from rebuilding to any extent 
his surplus and reserves out of such 
earnings as he may have been able 
to produce. The general economy 
was weakened by the expanding 
powers of government with its pro- 
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gram of heavy spending, unbalanced 
budgets and high taxes. 

Operating under war conditions 
with control of prices, limitation of 
inventory, elimination of household 
devices and radio, endless volumes of 
priority control and __ limitation 
orders, tremendously high taxes, etc., 
has presented problems different 
from those of World War 1. 

One of those problems has arisen 
largely out of inventory control, re- 
sulting in the forced shifting of much 
volume to direct factory shipments 
with the correspondingly reduced 
gross profit margin, which in turn 
has reduced greatly the overall mar- 
gin. At the same time the cost of 
operations, due to the terrific amount 
of detail involved in following the 
multiplicity of governmental regula- 
tions, has risen greatly. 

Then too, such profits as have been 
realized have been largely dissipated 
by the heavy taxes. The net result 
is that operating under wartime re- 
strictions the electrical wholesaler 
has still not been able to adequately 
recover his needed surplus cushion 
to tide him over a possible future 
depression. 

Perhaps I should refer to it as the 
present depression because, with the 
elimination of household appliances 
and radio, and in the light of the 
present curtailment of the vast pro- 
gram of facility expansion, the elec- 
trical wholesaler is now in the midst 
of depression. 

Now what about the future? 
Again many factors point as they 
did at the close of World War 1—to 
a possible prolonged slump. On the 
other hand, I believe there are other 
strong factors pointing ahead and up. 

In the first place, industry gen- 
erally is awake as to its opportunity 
and responsibility of solving within 
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itself the economic problems of post 
war, foremost of which is providing 
jobs to those who wish to work. 
Such business organizations, as the 
Committee of Economic Develop- 
ment, are attacking this problem and 
planning a mighty concerted offen- 
sive. Full employment is therefore 
more than a mere possibility. 

The re-conversion of plants will 
produce a considerable demand for 
electrical materials. Neither the elec- 
trical wholesaler nor his customer 
have more than a bare minimum of 
inventory of electrical supplies and 
at reasonable cost. 

It is apparent that the gigantic 
problem of Termination of Govern- 
ment Contracts will be worked out 
in an orderly manner, in such a way 
as to provide the necessary prompt 
release of working capital to facili- 
tate reconversion, so that money and 
credit will be promptly available. 

Likewise the demand for adequate 
private homes, running to a possible 
million units per year for a pro- 
longed period, will make for much 
electrical business and should in- 
crease vastly the great accumulated 
demand for electrical appliances and 
radio. 

It is probable also that, through 
unspendable surplus accruing to in- 
dividuals employed now at high 
wages, funds will be available to 
finance this demand. 

New industrial horizons arising 
out of the chemical and _ technical 
laboratories with their plastics and 
electronics, will again provide im- 
petus to all business as will the re- 
habilitation of devastated areas 
abroad. 

While the great problem of dispos- 
ing of the government owned surplus 
has not yet been solved, it can and 
should be done so that this disposal 








By George W. Provost 


President 
Doubleday-Hill Electric Company 
Pittsburgh, Pennsylvania 


can proceed gradually through exist- 
ing normal channels, without chaotic 
dumping on the market in competi- 
tion with established trade. Govern- 
ment owned facilities must likewise 
be properly channeled into existing 
private enterprises. 

Summing up then, I look forward 
with optimistic confidence to the fu- 
ture preservation of our way of life 
and the electrical wholesaling indus- 
try in close cooperation with our 
supplying manufacturers. A con- 
fidence in the coming generation to 
progress, and plan wisely and yet 
hold to the sound fundamentals of 
our economic heritage. A _ fulfill- 
ment of the fifth freedom s 
set forth by them through their Na- 
tional Junior Chamber of Commerce, 
the Freedom of Private Enterprise 
and Opportunity, the right to work 
for my own advancement and to be 
entitled to reap the harvest of my 
own labor, my own savings and in- 


wisely 


vestments. 

Industry can, must, and will, solve 
these problems and continue with en- 
lightenment along the pathway that 
has made our country great. 

Government must recognize that 
it is the servant and not the master, 
and that the same principles of sound 
economics and balanced budgets that 
apply to the individual alone also ap- 
plies to the people as a whole. 

Intelligent planning now and in 
the period of reconversion after the 
war, as to sales, credits and finance, 
and service will assure a prosperous 
future for the electrical wholesaler. 
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EAR end prophesying at its best 
and under normal conditions is 
hazardous. But with our Coun- 
try entering its third year of war, and 
ina World well into its fifth cataclys- 
mic year, crystal gazing should be at- 
tempted only by a very brave or a 


very reckless man. Inasmuch as | 
am neither, I will attempt to look 
over the hill now only because I am 
told that any suggestion or idea that 
may be advanced in the guise of 
prophecy may prove to be a contribu- 
tion to the cause of distribution. 

In order that there may be no mis 
understanding and for the purposes 
of the record and this article, it is 
my understanding “future pros- 
pects” to mean prospects Post-War, 
or as it is popularly known “V+2.” 

In analyzing what the future holds 
for electrical wholesalers, or any 
other industry group, it is also neces 
sary to assume certain basic eco- 
nomic situations. Surely, it is prob 
able that following the conclusion 
of the European phase of the war 
and a moderate conversion of war 
plants, there will be ample manu- 
facturing capacity for ordinary 
peacetime needs (except perhaps to 
fill the 


estimated huge immediate 
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demand for appliances.) It is to be 
expected that our electrical manufac- 
turing friends and associates have 
carefully laid plans for quick con- 
version. So we should have goods to 


sell. 
What Are Our Responsibilities 


Most electrical wholesalers today 
are understaffed and sadly miss 
(practically and __ sentimentally) 
members of their organizations now 
in service. However, with goods to 
sell and markets in which to sell 
them, most of us should be able to 
absorb our people as they leave the 
\rmed Services. In addition to the 
moral obligation involved there is a 
non-the-less important practical ob- 
ligation, for we must recognize that 
in order to have Post-War prosper- 
ity we must have full employment of 
our people. We electrical whole- 
salers must make our contribution 
to achieving this level of Post-War 
employment by doing our best to put 
back on the job every man and wo- 
man who has left us in order to serve 
his or her Country. 

In this connection, I want to point 
out the importance of making as sure 
as is humanly possible that we put 


Graybar Electric Company, Inc. 


out these returning employees in 
proper jobs. Many an order clerk 
has entered the Army and has re- 
ceived valuable electrical or mechan- 
ical training. Just because he left 
as an order clerk it does not neces- 
sarily follow that he must return as 
one. It is extremely important that 
we check to see what technical train- 
ing our employees have received in 
the service and, accordingly, fit them 
into the proper job to take advantage 
of that training for our mutual bene- 
fit. 

War taxation has made it diff- 
cult to set aside the proper reserves 
needed to finance the re-employment 
of our service people and to restock 
the bare cupboards of our ware- 
houses. As an industry, we should 
be advocating the adjustment of our 
tax laws to provide the needed 
reconversion funds as well as a Post- 
War tax program which will stim- 
ulate rather than stagnate business. 

No single group has felt more the 
stringent hand of Government regu- 
lation than business. The question 
we must ask ourselves is—how long 
should Government control con- 
tinue? We shall have to base our 
future planning on the theory that 
within a reasonable time we will re- 
turn to a free rather than a controlled 
economy, which though necessary in 
war should be eliminated as fast as 
possible after the war. 

What Then Are Our Opportunities? 

It seems apparent that the largest 
single market for the electrical 
wholesaler will be in the existing 
and to-be-built homes. The building 
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of millions of new homes, starting 
immediately after the war, plus all 
of the present wired homes which are 
starved for many electrical items, 
will open up vast opportunities for 
the sale of electrical equipment. The 
largest, volume-wise should be the 
tremendous and immediate demand 
for electric refrigerators, ranges, 
radios, washers, vacuum cleaners 
and small appliances. Here, the elec- 
trical wholesaler who is prepared 
and equipped can realize real sales 
volume. Old homes as well as new 
are going to require wiring equip- 
ment, new lighting and lamps which 
represents a market well worth plan- 
ning for. 

Another big market will be repre- 
sented by the modernization of pres- 
ent commercial and _ institutional 
buildings. Stores, banks, garages, 
hotels, schools, libraries, hospitals, 
etc., which have been unable to 
equip themselves with the latest 
lighting, signaling and power equip- 
ment they need, will be truly live 
prospects. In addition, many new 
units will be required in each of these 
divisions. 

The reconversion of our tremen- 
dous industrial capacity to peace- 
time products will prove another 
avenue for substantial sales for the 
electrical wholesaler. Hanging over 
this market will be the question of 
how much equipment can be sal- 
vaged and re-used. Regardless, how- 
ever, of this unknown phase of the 
problem, I think we can expect that 
much new and modern equipment 
will be needed and sold. 

Last, but it may prove not least, 
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is the market for things electrical in 
the Government (Federal, State, 
County and Municipal) pump-prim 
ing projects designed to help make 
jobs during the period of reconver- 
sion. 

Measured in millions of dollars 
the market opportunities which will 
be open to the alert electrical whole- 
saler make figures which seem start- 
ling, when the estimates of many 
reputable economists and planners 
are considered, 

On the assumption that Govern- 
mental taxation and control will be 


adjusted to peacetime needs, most of 
our difficulties should be within our 
power to control. 


What Difficulties Must We Overcome? 


Probably our biggest single prob- 
lem will be personnel. We have had 
to hastily hire and hastily train men 
and women during the emergency. 
As I have indicated, many of our 
people who are in the service will 
have learned much that will prove 
helpful, but what of the many new 
electrical developments since they 
joined up? It will be our job, and I 
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can’t stress too much its importance, 
to bring these returning men up-to- 
date through a carefully prepared 
course of education. 

Our salesmen have become pro- 
curement advisors, expeditors and 
service men, and we shall have the 
problem of retraining them to hard 
selling. The electrical wholesaler, to 
maintain his rightful place, must 
take a careful look at his present or- 
ganization and exercise to the full his 
talents to employee selection and 
training. 

Even with the well selected, well 
trained organization which will re- 
sult from the above, we will still have 
many problems to solve. Each and 
every electrical wholesaler should be 
geared to do a better job in selling 
and distributing the products of our 
suppliers, and to do that job more 
efficiently than ever before. Costs 
and methods must be carefully 
studied, and we must be sure to al- 
ways give full value for the compen- 
sation paid us for our services. 

If we protect our position by doing 
as we have done the kind of an elec- 
trical distribution job which moves 
more goods at a lower cost than can 
be done by any other method of dis- 
tribution, then indeed have we 
earned our place and have nothing 
to fear. If we give the manufacturers 
whose goods we sell and distribute 
the fullest and best possible repre- 
sentation, we shall continue to repre- 
sent them. If we serve our custom- 
ers just a little better than ever be- 
fore, we can well hope for a brilliant 
future for our industry. 

In this connection, I want to make 
one further comment. The whole- 
saler in every field has always been 
under economic suspicion. The war 
has done us a service in that it has 
proved to the “Doubting Thomas’ ’ 
the important function that we 
wholesalers perform and has also 
given us an opportunity to demon- 
strate our versatility. 

Many electrical wholesalers have 
had a considerable portion of their 
business represented by the sale and 
distribution of electrical appliances. 
It is interesting to note that although 
the appliance business has been com- 
pletely wiped out by the war the elec- 
trical wholesalers have adjusted 
themselves to the change by taking 
on new lines and developing new 
war services, and they are going 
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ahead in even a stronger position 
than was true when the war started. 

In passing, I want to make one 
other observation. The virility of a 
business is a definite index of its 
economic need and importance. If 
the turnover of any branch of an in- 
dustry is low it seems to me direct 
evidence that that branch is inher- 
ently strong. No business that is un- 
essential and unneeded survives. 

In checking, I find that in the past 
twelve months, with this country 
deep in war and business badly dis- 
rupted, that not one single member 
of the National Electrical Whole- 
salers Association has gone out of 
business. Further, in the two years 
since we have entered the war, I 
know of only one electrical whole- 
saler that has closed his shop for any 
reason. This, to my mind, is irrefut- 
able proof of the economic import- 
ance of the electrical wholesaler, both 
to the man who makes and the man 
who uses electrical equipment. 


Some Definite Steps To Be Taken 


It is easy to talk broadly and gen- 
erally about Post-War opportunities 
and difficulties, and how they may be 
overcome. It is not so easy to reduce 
to simple terms all the elements of a 
complicated situation, and to specifi- 
cally suggest the definite steps which 
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are peeded to meet the problems of 
the coming years. 

Therefore, in briefly outlining be- 
low the steps which I believe our in- 
dustry should take if we are to fully 
realize our possibilities I do so with 
the understanding that they are sub- 
ject to revision to meet changing 
conditions which no one can now 
foresee or foretell. For what they 
are worth, here they are: 

(1) Prepare now to meet the end 
of the war with well balanced or- 
ganization, thoroughly trained in all 
the various activities of our business. 

(2) Plan now to more adequately 
serve the markets we have selected 
as available to us. 

(3) Check every operation of our 
business to see that it is being effi- 
ciently and economically run. 

(4) Be sure that we offer effec- 
tive representation to the electrical 
manufacturers whose goods we dis- 
tribute. 

(5) Be ever alert to demonstrate 
by performance that electrical prod- 
ucts can best be distributed through 
our own industry. 

(6) While never for one moment 
endangering the fine record of our 
industry in serving war needs, plan 
right now how we are to realize each 


of these specific objectives. 














There is (roo 





By Walter Williamson 
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HAVE just been studying a 

business cycle chart which came 

to my desk recently. This was 
distributed by one of our prominent 
electrical manufacturers and it is 
colored pink and green and red and 
blue—and a few more pretty colors. 
It reveals that back in 1843—one 
hundred years ago — when John 
Tyler was President—these United 
States were in a period of depression. 
The chart calls this the “Debt Repu- 
diation Depression.” This depres- 
sion ended, according to the chart, 
about the middle of 1845 and then 
business boomed from the middle of 
1845 to the middle of 1848—and the 
chart calls this boom the “Mexican 
War Prosperity.” 

From then on through the years 
business has had its ups and downs 
just as it is having them today. This 
period of prosperity which American 
industry finds itself in today is noth- 
ing but a repetition—on a grander 
scale—of previous experience. 

It is amusing and interesting to 
note some of the names that the 
chart makers pin on these periods of 
depression and prosperity ; the “Rail- 
road Prosperity” being the period 
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from 1886 to 1893 for instance. The 
“Secondary War Depression,” from 
the middle of 1873 to the end of 
1879, has an ominous sound. The 
“Coolidge Prosperity” commemor- 
ates our recent, well-loved, Yankee 
President. Strangely enough the 
well-known and late lamented de- 
pression which carried the Republi- 
can Party down to defeat in 1932 is 
labeled on my chart “Secondary Post 
War Depression.” We all are quite 
familiar with and most of us vividly 
recall our personal experiences in 
this late, unpleasant epoch of Ameri- 
can business. 

If there is any truth in the old 
axiom—‘‘From what has happened 
we can judge what will happen’”—it 
appears to me that we are due for a 
continuing high general business and 
industrial activity and prosperity for 
at least another year. This does not 





necessarily mean, however, that the 
electrical wholesaling industry will 
follow this pattern. From informa- 
tion which I have, it is fair to state 
that the electrical wholesalers’ over- 
all volume decline in 1943 against 
1942 is about 30 to 33% per cent. I 
think the electrical wholesaler must 
face a further decline in volume in 
1944 unless the war demand for the 
materials used in the manufacture of 
electrical appliances is reduced to 
such an extent that the authorities in 
control of this situation will permit 
a substantial manufacturing program 
on refrigerators and electrical house- 
hold appliances to meet the tremen- 
dous accumulated demand. 

Many of the factors which will 
control our national industrial situa- 
tion in general—and the electrical 
industry’s future in particular—are 
unknown at the present stage of the 
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game and highly unpredictable— 
but there are some fundamentals 
which, intelligently studied, point 
their own obvious answers. Our 
country is just about “short” of 
everything that you and I and the 
men and women in the street want to 
buy: 

4,000,000 Homes 

5,000,000 Automobiles 

1,000,000 Electric Refrigerators 

1,000,000 Vacuum Cleaners 

5,000,000 Electric Irons 
This is only a part of the ready and 
waiting demand business. Some day 
in the not too distant future this 
insatiable demand must be met and 
will be met. I take it that those busi- 
ness men who share in the engineer- 
ing, production and distribution of 
all of these things are going to share 
in the profit thereof—in ratio to the 
service performed. 
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Just around the corner are new 
metals and new materials which will 
be available in limitless quantities 
for use in the manufacture of things 
electrical. I am convinced that mag- 
nesium, aluminum and plastics are 
three materials which we all almost 
unanimously believe and expect are 
going to be adopted widely for use in 
the electrical industry—to the bene- 
fit of the quality of the product first 
—and to the advantage of the buyer 
and user generally. 

I have no doubt that the engineers 
and designers of the electrical indus- 
try will produce, when the time 
comes, far better refrigerators, 
vacuum cleaners, ranges, water heat- 
ers, etc., etc. for us out of these new 
materials than they have in the past ; 
they will bring them to market 
better than they have in the past ; and 
these appliances will operate more 


efficiently on the service lines of the 
power companies, who will furnish 
better service to all users—probably 
at lower prices—thereby inducing a 
further upward spiral to more and 
better business for all of us. 

We do not know—and no one can 
predict in detail—the changes that 
lie ahead. There are counter-bal- 
ancing factors which should not be 
lost sight of, of course, but this 
United States of ours has demon- 
strated its ability to take punishment 

-to live through wars and depres- 
sions and political upheavals—and 
to still carry on and “do business at 
the same old stand” under any and 
all conditions. 

If we, in the industry, all keep ever 
in mind the old adage “He profits 
most who serves best” and strive to 
continuously serve better—there can 
be no doubi as to the ultimate result. 














By Chas. G. Pyle 


UCH has been said—and just- 
M ifiably so—of the tremendously 

important contributions made 
by electrical and specialty wholesal- 
ers to the vast program of war pro- 
duction. Theirs has been a front line 
position in the ranks of the nation’s 
war workers and the praise from 
many sources for their untiring 
efforts has been well earned. 

As I review and consider these 
contributions, I am convinced that 
their success contains much of 
strength and possibly the germ of 
a weakness—strength in wholesal- 
ers’ abilities to “deliver the goods’ — 
weakness in the ever present danger 
of their “resting on their oars.” 

The abilities of electrical and 
specialty wholesalers in all parts of 
our nation to deliver—in quantity 
and on time—anything from radio 
tubes to generators, or from resistors 
to enormous electric motors, demon- 
strates, beyond the shadow of a 
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Future Prospects of 
As Seen by the 
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With a background of over twenty years of intimate 


contact with the sale and distribution of electrical 


products and with the advantage of being con- 


stantly in intimate communication with wholesalers 


throughout the country, Chas. G. Pyle is in a 


peculiarly advantageous position to appraise their 


problems of today and their prospects for tomorrow 


doubt, their essential position in the 
American way of life. The advan- 
tage here is two-fold, for not only 
has it aided and sustained the war 
program, but it has proved once 
more the soundness of the wholesale 
method of distribution generally. 

3ut—the vast preparations for 
war—the maintenance of a steady 
flow of materials for the fulfillment 
of our war aims—is like a great 
flood that cannot be stemmed sud- 
denly with cessation of hostilities, 
without dire results to each and every 
one of us. 

To some it may appear a little 
premature to speak now. of peace. 
However, the transition from war 
to peace must be effected with a 
minimum of hardship to all con- 
cerned, and to do that we must now 
look to the day of peace—we must 
gear our organizations and our jobs 
for it. 

For—the winning of peace is even 


harder than the winning of the war. 

Electrical wholesalers —if they 
will—can face the transition period 
squarely and confidently—for their 
opportunities for preparation NOW 
are manifold. 

Today—our first thought must be 
the continuation of maximum service 
in the delivery of materials for war 
production—whether they be for 
original equipment’ or for mainte- 
nance. 

3ut—at the same time—all whole- 
salers must be actively plotting their 
course for the transitional period— 
considering ways and means of 
securing a normal flow of business 
when peace comes. 

A great deal of today’s war mer- 
chandise will, in all probability, be- 
come useless or obsolete. Wholesal- 
ers may find themselves stocked with 
materials for which there is no 
market. Markets, as we knew them 
before the war, may be non-existent. 
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Lines to sell, post-war, must be in- 
vestigated thoroughly. Local out- 
lets for products must be considered 
anew. 

Many war-time. restrictions on 
new materials and finished goods 
may carry over well into peacetime, 
with material shortages continuing 
to affect the lines normally sold by 
wholesalers. The War Production 
Board may continue operations as a 
“Peace Production Board.” Indus- 
try’s reconversion program may turn 
out to be more troublesome than was 
the conversion to war production. 
The needs of peacetime may not 
equal the urgencies of the war pro- 
duction program. Certainly the dra- 
matic qualities of our present “life 
and death” struggle will be lacking. 
Then—with tension relaxed—it must 
be expected that the processes of 
reconversion and the return of busi- 
ness to normalcy will be infinitely 
slower than the girding of a nation 
for war. 

Here, then, will be the wholesal- 
ers’ greatest opportunity to take full 
advantage of the prestige they have 
gained during the war for doing an 
outstanding job in facilitating the 
moving of urgently needed control 
and maintenance materials to indus- 
trial plants. But their problems will 
be many and varied and—to my 
thinking—can be solved most effic- 
iently and _ expeditiously only 
through cooperative study, and such 
studies can only be undertaken 
through national organization. 

All of the problems besetting 
wholesalers are being studied most 
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exhaustively by the various Com- 
mittees of the National Electrical 
Wholesalers Association — notably 
the Post-War Planning Committee 
under the able leadership of Mr. 
Herbert Metz, general lamp and 
lighting sales manager of the Gray- 
bar Electric Company. 

This Post-War Planning Commit- 
tee has held frequent meetings since 
early last summer and reports of the 
meetings have been sent to the mem- 
bership and to the trade press. The 
thoroughness with which the Com- 
mittee is doing its work has resulted 
in a great deal of favorable com- 
ment and excellent publicity. 

A section of the Post-War Plan- 
ning Committee—known as the Sub- 
Committee on Appliances—of which 
Mr. E. B. Ingraham, president of 
Times Appliance Company, is chair- 
man—is making a thorough study of 
the large and attractive post-war ap- 
pliance market. They, too, have 
held several important meetings, the 
last of which took place on December 
14, 1943. 

Prominent representatives of in- 
dustry are invited to some of these 
meetings, to participate in the discus- 
sions and to give the Committee the 
benefit of their experiences in their 
own particular fields, thus assisting 
the Committee in doing an intelligent 
and constructive job. 

It is inevitable that the merchan- 
dising of appliances of all types is 
going to play a very important part 
in the post-war life of the electri al 
and specialty wholesalers and, conse- 
quently, great emphasis is being 








placed on this phase of the wholesal- 
ers business by N.E.W.A. 

At Washington, too, our Associa- 
tion has its finger on the pulse of the 
highly volatile marketing situation, 
and is constantly making recommen- 
dations for anticipated post-war op- 
portunities. 

Although I have been in the elec- 
trical business for many, many years, 
I cannot conceive of a time when I 
believe it would profit wholesalers 
more to join and actively support 
their Association than I do today. 

In facing the New Year, I think all 
electrical and specialty wholesalers 
can do so with a greater feeling of 
security—engendered by the exist- 
ence of a better understanding on the 
part of both industry and govern- 
ment of the value of their services. 
With the knowledge that by planning 
and working now—by joining with 
their fellow-wholesalers—they can 
meet the future with the assurance 
that, being on the threshold of a great 
new opportunity, they will be armed 
with every facility to realize upon it 
to the maximum. 

It must ever be borne in mind that 
for wholesalers to maintain their 
position in the post-war period de- 
pends basically upon their perform- 
ing the distributive functions more 
efficiently than alternative channels. 
Therefore, if their present favorable 
status is maintained—and it is within 
their power to do so—they will .go 
on to do a much greater job in the 
merchandising field post-war than 
has ever been performed by whole- 
salers in the past. 
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G-E Cable Assemblies for Wartime Wiring 


BRAIDX NON-METALLIC SHEATHED CABLE | 
BX ARMORED CABLE 
SERVICE ENTRANCE CABLE 
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Distributor salesmen selling G-E Cable 
Assemblies are able to supply their cus- 
| tomers with the kind of cable needed for 
| different wartime wiring jobs. These cable 
| 
| 
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assemblies are high quality and can be de- 
pended upon to give lasting service. 
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G-E BraidX and BX are ideal for circuit 
wiring in factories, machine shops, garages, 
warehouses, military structures, war hous- 
ing, etc. They can be used for new wiring, 
extensions and for maintenance jobs. Both 
BraidX and BX are available with two, 
three or four conductors in sizes 14 to 4. 


a 


use from the entrance cap to the meter 
equipment on war housing and other war- 
time structures. It is highly suitable too for 
service entrance replacements or enlarge- 
ments when ranges or water heaters are 
installed. Different types and styles are 
available with two or three conductors in 
sizes 12 to 2. 


| 
| 
| 
| 
| 
| G-E Service Entrance Cable is ideal for 
| 
| 
| 
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These cable assemblies are part of the 
big G-E line of wiring materials handled 
by G-E Distributors. General Electric Com- 
pany, Appliance and Merchandise Depart- 
ment, Bridgeport, Conn. 
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G-E BOXES AND FITTINGS 


G-E Distributors handle 
the high quality G-E box 


GENERAL {% ELECTRIC and fittings line which 


contains several hundred 





different items for cus- 


Hear the General Electric radio programs. THE tomers to choose from. 
G-E “ALL GIRL ORCHESTRA” Sunday 10 P.M., Only a few can be shown. 
EWT, NBS. “THE WORLD TODAY” news every 
weekday 6:45 P.M., EWT, CBS. 
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The Nation’s Electrical Wholesalers 


Appraise Their Own Future 
-. +++ + A SYMPOSIUM 
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Teletalk panisHEes THE GHOST 


OF EXCESS COSTS 


Alert wholesalers’ salesmen today 
are showing overworked execu- 
tives how the use of Teletalk Am- 
plified Intercommunication Sys- 
tems will banish the ghost of lost 
man-hours—the spectre of things 
they might get done if they had 
the time, which are loading them 
down with excess costs. 


When you show them how the 
modern miracle of Teletalk makes 
waiting a thing of the past, you 
automatically build up profits for 
yourself. 





WEBSTER ELECTRIC 


Electronic inter 
communication, pag 
ing and sound dis- 


wrens 2 . 
x | leletalk 
tribution systems for i] 


offices, stores, factories, buildings 
institutions, homes and farms 


“WHERE TO BUY IT” 
GRAYBAR ELECTRIC CO., INC. 
400 S. Austin Central 6454 
DALLAS 











illustrated at right, Model 212 
AM, with Annunciators, for use 
with 12 stations or less. 
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With Teletalk every key individual 
in an organization can be in in- 
stant communication with every 
other —in three seconds—with the 
simple flick of a key. No more 
waiting for orders—for sales fig- 
ures—for production data. 
Teletalk’s perfect tone quality is 
the result of two decades spent in 
the development of high fidelity 
sound distribution systems. 


Teletalk Amplified Intercommuni- 
cation Systems may be obtained 
to fit the requirements of any 
organization—are easy to install 
—operate directly from the light 
circuit. 


Investigate the easy selling fea- 
tures of Teletalk. You will find it 
a profit builder for your business. 
Write us for full information. 


WEBSTER ELECTRIC COMPANY, Racine, Wisconsin, U. S. A. Established 1909. 
Export Dept.: 13 E. 40th St., New York (16), N. Y. Cable Address: “"ARLAB” New York City 


| ood BUY MORE 


WAR BONDS 


“felétalk 


Licensed under U. S. Patents of Western Elec Se 
Incorporated, and American Telephone and Telegraph Company. 


WEBSTER WM ELECTRIC 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 
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Arrange Now to Handle Large Volume 





Of Appliances, Radio, and Television 





By H. W. Allen 


President, The Allen Electric Company 
Cleveland, Ohio 


















We see a great future for appliances, both heavy and light 
duty, and of course this should also cover radio and television 
sets. We are already arranging for future developments, and feel 
satisfied that our efforts will pay great dividends. 
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Solve Surplus War Goods Problem— 





Sell at Factory Price to Wholesalers 






By Luther E. Reid 
President, American Electric Company 
St. Joseph, Missouri 







There will probably be a period of business stagnation just 
aiter the war due to delay in reconversion. It will be impossible 
r industry to absorb the millions of war workers and armed 
iorces for a period of time even under the best planning of gov- 
ernment and business. There will be a vast amount of govern- 
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ment storehouse material to release. This will help supply the 
enormous demand but will cause an upheaval in business unless 
it is distributed properly over all the country and released in 
portions over a period of time as the business can absorb it. 

In order not to disturb the market, standard packages and 
undamaged material should sell at the regular factory price to 
wholesalers and I can think of no better way than for the elec- 
trical material to be distributed through the electrical whole- 
salers. 

A proposal has been made to pay for government material in 
war bonds at par plus accrued interest. This would help stabilize 
the price of the many millions in bonds that will be thrown on 
the market. 

There will be a big rush after the war by many to get back 
in business that they might profit by the pent up demand and 
the big reconstruction program. This will make keen competition 
and the delay in reconversion may force those firms out of busi- 
ness that are not properly managed and financed. The taxes will 
remain at their peak to take care of the soldiers’ pensions, hos- 
pitalization, interest on the public debt and the starving millions 
in the war-torn countries. Many of the natural resources of the 
world will be exhausted if the war hangs on much longer. 

When production gets back into swing, there will be the biggest 
reconstruction program the world has ever known—the electric 
light and power extension programs, the millions of new 
residences and the business houses, the electrical appliance 
market, many new plastics, electronics, etc.—causing a great 
boom for the electrical wholesalers. 





Six to Eight Years Better-Than-Normal 
If No Government Gum-ups—Rightly Planned 


By Fred S. Baldwin 


Baldwin-Hall Company 
Syracuse, New York 


When this country loses its one customer (the government) 
and business returns to contractor, industrial, and dealer channels, 
the conversion period will take six to twelve months and nat- 
urally show a decrease in volume. 

If the post-war planning is carried out intelligently we ought 
to have six to eight years of better-than-normal business pro 
viding the government and overstocked industrial competition 
isn’t too great for too long a period. 

I am not going into detail of commodities. Everyone knows 
there will be a tremendous demand for radios, appliances and 
in the new field of electronics, which in itself, will be a large 
volume. 

A change of mind in the heads of our government, exhibiting 
more interest in the business of our home front, and some relief 
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STARTING JANUARY [8TH 


IT’S UP TO YOU! 


TARTING January 18th, it’s up to you to lead the 
men and women working in your plant to do them- 
selves proud by helping to put over the 4th War Loan. 
Your*Government picks you for this job because you 
are better fitted than anyone else to know what your 
employees can and should do—and you're their natural 
leader. This time, your Government asks your plant to 
meet a definite quota—and to break it, plenty! 
If your plant quota has not yet been set, get in touch now 
with your State Chairman of the War Finance Committee. 
To meet your plant quota, will mean that you will have 
to hold your present Pay-Roll Deduction Plan payments 
at their peak figure—and then get at least an average of one 
EXTRA $100 bond from every worker! 
That’s where your leadership comes in—and the lead- 


Keep Backing the Attack!-WITH WAR BONDS 


This space contributed to Victory by WHOLESALERS SALESMAN 


This advertisement prepared under the auspices of the United States Treasury Department and the War Advertising Council 
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ership of every one of your associates, from plant super: 
intendent to foreman! It’s your job to see that your fellow 
workers are sold the finest investment in the world. To 
see that they buy their share of tomorrow—of Victory! 

That won't prove difficult, if you organize for it. Set 
up your own campaign right now—and don’t aim for any; 
thing less than a 100° record in those extra $100 bonds! 

And here’s one last thought. Forget you ever heard o 
10°)" as a measure of a reasonable investment in Wa 
Bonds under the Pay -Roll Deduction Plan. Today, thou 
sands of families that formerly depended upon a sing 
wage earner now enjoy the earnings of several. In sucl 


cases, 10% or 15°% represents but a paltry fraction of am 


investment which should reach 259%, 50%, or more! 
Now then—Up and At Them! 
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und a better knowledge of post-war taxation would help man- 
igement in formulating more than a day to day program. There 
ire a lot of “ifs” before business in this country can get back 
o individuals running their own business. 








Elimination of Consigned Stocks Would 


Lower Costs, Improve Post-War Selling 


By W. J. Flannery 


President, Baltimore Electric Supply Company 
Baltimore, Maryland 


Baltimore and the South have been in an exceptionally favor- 
able position during the past two years due to a larger percent- 
age of government activities in that territory, more especially 
Baltimore, than any other section of the country. Whether the 
war is terminated in 1944 that condition should continue for at 
least twelve more months as it is primarily due to the activities 
of large industries such as aircraft manufacturing, ship building 
and the requirements of permanent government institutions 
such as naval air bases. Even the so-called “war business” 
will probably be continued for some time, until necessary read- 
justments have been made. 

One of the most salient points which should be considered 
by responsible manufacturers is—confining the wholesale dis- 
tribution of their materials to the electrical wholesaler, protect- 
ing him accordingly in their resale prices irrespective as to 
whom the purchaser or user of such materials may be. It has 
been too apparent, more especially during the past two years, 
that some manufacturers have taken advantage of conditions 
and made one excuse after the other as to why they were 
compelled (?) to sell direct to government departments and 
also to large manufacturers. 

If the electrical wholesaler will properly function as such, 
that is to say, carry an adequate stock and have an efficient 
organization, confining purchases to certain manufacturers, 
not accepting orders for products with the knowledge that they 
have not been and do not intend to give full support to such 
manufacturers, then the entire industry, in the writer’s judg- 
ment, will be benefitted. 

It is my belief every large wholesaler during the postwar 
period will of necessity be compelled to handle a more diversi- 
fied line of electrical material than ever before and have a sales 
organization to function properly as such manufacturers 
distributors. 

If manufacturers can be assured they will receive the support 
that they have a right to expect from a real electrical whole- 
saler, they will in the future be more inclined than in the past, 
to confine their sales to that channel. The responsible first 
class electrical wholesaler must be content to lose some 
orders to those electrical wholesalers who see fit to represent 
any and all manufacturers where there may be a slight difference 
in price and in a good number of instances without regard to 
quality. 

One evil of the past, which should be remedied, is consigned 
stocks—as it applies to the electrical wholesaler and more 
especially to the manufacturers’ agents, as all of such unnecessary 
expense could be eliminated and be a decided factor in improv- 
ing conditions throughout the industry and particularly for the 
manufacturers who maintain a sound policy and stick to it. 





Distant Outlook Good. Good Financing, 
Sales Staff, Facilities, Will Stave Off Red Ink 
By Karr: Parker 


President, Buffalo Electric Co., Inc. 
Buffalo, New York 


The immediate outlook for 1944 for the electrical whole- 
saling business is poor, in my opinion. New construction re- 
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quiring electrical apparatus and materials has dropped to a 
very low volume—WPB regulations still ban the manufacture 
of electrical appliances; with the result that the wholesaler’s 
volume is greatly reduced. As long as the European war lasts 
there does not seem to be any material relief in sight 

The wholesaler is also confronted with reduced gross profit 
margins because current sales of materials are made to govern- 
ment agencies and war plants, who get low prices. At the same 
time, his expenses are high on reduced volume—red ink is ahead 
for many wholesalers in 1944. 

However, the long time outlook is good for the experienced 
and capable wholesaler who comes into the post-war period with 
a well financed business, adequate facilities and a capable and 
experienced sales organization. Conversion will require quick 
delivery of all kinds of electrical products and the return to the 
market of electrical appliances will give him a rush of business 
which will tax his facilities. 





Plan Intensive Selling, Reduced Costs, 


More Services, To Meet Post-War Competition 


By John T. Morgan 


President, Charleston Electrical Supply Company 
Charleston, West Virginia 


In order to survive and prosper, in the post-war period, the 
electrical wholesaler must have at the end of any phase of the 
war: 

1. A clean inventory ; 


2. A-1 outstanding accounts; 3. Cash 














in the bank; 4. Property and equipment up to date and in good 
repair; 5. A comprehensive and efficient perpetual inventory 
system; 6. Sales Survey records on every present and prospective 
customer; 7. A plan for the sale of additional products, based 
on new markets in present territory; 8. Cordial and cooperative 
relations with manufacturers; 9. A good organization, with 
plans ready for expansion, particularly in the sales department. 

Post-war competition will be greater than ever before and 
the successful electrical wholesaler must reduce his cost of dis- 
tribution, intensively cover a smaller territory and, offer spe- 
cialized services. 





Several Years of Good Business Ahead 


For Alert and Aggressive Wholesalers 


By John W. Coghlin 


Coghlin Electric Company 
Worcester, Massachusetts 


It is our thought that immediately after the end of the war 
with Germany or maybe during some part of 1944, depending 
on war conditions, the War Production Board will release for 
consumer use some electrical appliances and as the war improves 
in our favor, the releases will increase. 

It is our thought that immediately after the close of the war 
with Japan, the electrical wholesaler will enjoy for several 
years very fine business in the appliance lines and radio and, in 
addition, should enjoy fine business through industrial and com- 
mercial applications of new developments in radio. Naturally, 
the wholesaler must keep abreast of the times and be able to 
move quickly and aggressively in the merchandising and ware- 
housing of new materials as they become available. 





Having Justified His Position During War, 
Peace Will Bring Tests, New Competition 


By H. D. Roseth 
President, Co-O+ Electric Supply Co. 
Chicago, Illinois 


The war has focused special attention to the essential and 
effective services performed by the electrical wholesaler. Out- 
side of a few remaining skeptics, every one seems to be convinced 
of the fact that the electrical wholesaler has justified his eco- 
nomic position and is entitled to a place in the sun. 

In spite of this, the future of the electrical wholesaler is not 
as secure and as firmly entrenched as it may appear on the 
surface. Here are the reasons: 

The huge and highly desirable volume of business awaiting 
the electrical industry, post-war wise, has already attracted 
and will continue to attract a host of strangers, so-called out- 
siders, into the distribution field, both wholesale and retail. 
Many well financed gigantic attempts will be made to side track 
the present established wholesaler-dealer-consumer system and 
replace it with direct selling to the consumer or with new national 
chain distribution systems buying at wholesale and selling at 
retail through self-owned or controlled retail outlets. These 
may be such outlets as grocery stores, gas stations, etc. 

The specialty wholesaler may escape the deadly effect of this 
competition but the small independent wholesaler and the dealers 
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he has been serving will be faced with a “live or die” test. Inde- 
pendent wholesalers and dealers may successfully combat this 
trend by further improving their services and reducing the cost 
of distribution, thereby again proving that the most economical 
method of distribution is through the manufacturer-wholesaler- 
dealer system. 





If Wholesalers Will "Stick to Their Last" 
Their Future Ils Secure—1000 Years At Least 


By Walter S. Blue 


Vice President and Treasurer 
Columbian Electrical Company 
Kansas City, Missouri 


The progress of the electrical wholesaler in the past has largely 
been his ability to overcome obstacles, and I am still an optimist 
as to his future and predict that he will continue to maintain 





his place in the sun providing he persistently preforms the func- 
tions which justify his existence, namely—to represent manu- 
facturers of nationally advertised goods—to give good service 
to his trade—to maintain an intelligent and aggressive selling 
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force and—to do those things which merit the business he secures. 

If he repeatedly performs these functions I feel he will be able 
to ward off destruction for another 1000 years at least and after 
that most of us won't care. 





Salesmen's War-Time Training Invaluable 


In Helping Reconvert Industry After Victory 
By A. J. Musser 


President, Dauphin Electrical Supplies Company 
Harrisburg, Pennsylvania 


It is generally agreed that the electrical wholesaler has proved 
his right to a place in the business world by his priceless con- 
tribution to our country’s conversion from peace to war. Having 
demonstrated his adaptability it is only natural to expect him to 
take an equally important part in the return to a peace-time 
economy. 

In this area of Pennsylvania we plan to serve our trade with 
improved stock and delivery service, together with a well-trained 
field organization whose war-time training will be invaluable 
as industry begins to re-convert. Until that time we will con- 
tinue to exert every effort to speed the war program so that peace 
can be ours at the earliest possible moment. 





Larger Output from Smai!l Manufacturers 
Will Help Meet Post-War Materials Demand 


By L. A. Bodkin 
Proprietor, Electric Supply Company 
Des Moines, lowa 


It is my belief that the immediate future holds bright prospects 
for the electrical wholesaler. Old electrical installations are in 
a deplorable condition and to recondition same will take untold 
quantities of materials, to say nothing about new installations. 

Some of the smaller manufacturers are in an enviable position; 
some of the older and larger ones having “missed the boat” 
during the emergency. We can look for a lot of new items 
and also old items made of new materials at lower costs. 





Straight Thinking and Careful Planning 


Will Gain Most of Huge Peace-Time Business 


By P. R. Fogleman 
Treasurer, Electric Supply and Equipment Company, Inc. 
Greensboro, North Carolina 


Business will be good for the duration but, the volume will 
be less. Any spending program which is as big as the defense 
orogram will continue to require additions, changes, maintenance 
and repair, plus electrical materials for new fighting equipment. 

Before a peace-time transition period is reached, we must 
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do some hard, straight thinking and planning in preparation of 
handling the largest volume of peace-time business. There will 
be much incompleted rural electrification, reconversion of indus- 
trial plants, private dwellings, commercial re-wiring and light- 
ing, and the appliance field. Most of these markets have been 
heavily regulated or completely cut off. The electrical whole- 
saler should make plans to take care of these vast markets 
before other channels of distribution are opened up through 
necessity. 








Flexibility of Operating Methods, Inventory, 
Essential for Capitalizing Bright Future 


By J. W. Saladine 


President, Electrical Supplies, Inc. 
Hartford, Connecticut 


I am no prophet but I think the future prospects of the elec- 
trical wholesaler are exceptionally bright provided that: 

1. The function of distribution and its necessity is thoroughly 
sold by the wholesaler in his community to all types of customers. 

2. The distributor appreciates that flexibility, both as to inven- 
tory and to methods of operations, is going to be essential in the 
changing world to come and the changing markets that will 
ensue, 

3. The necessity for the wholesaler to specialize is appreciated. 
The independent wholesaler cannot be all things to all people. 
The successful operator will pick out those markets and those 
lines to which his organization, through ability, education and 
experience, is adapted and concentrate on them to obtain a 
reasonable share of the business at a satisfactory profit. 





Wholesalers Can Do Their Best Job Only 
When Manufacturer Really "Plays Ball" 


By Julius M. Kaplan 
Treasurer, Eagle Electric Supply Co., Inc. 
Boston, Massachusetts 


In my opinion, the prospects of the electrical wholesaling 
industry, after the war, are very bright, unless they are spoiled 
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by the lack of cooperation between the wholesaler and manu- 
facturer. 

One of the greatest factors in the past that prevented closer 
team work between manufacturer and wholezaler has been the 
tendency, or, so called “policy” of some manufacturers to sell 
direct to anybody who had the price to pay for material. Ex- 
perience has shown that where the manufacturer “played ball” 
with the wholesaler, the results obtained were far more profit- 
able to them because the wholesaler was loyal. 

I think that all electrical wholesalers, through various organ- 
izations, should start the ball rolling and try to convince manu- 
facturers that it is to their interest to cooperate with the whole- 
saler in the distribution of their merchandise. 





Wholesaler's Future Brightest on Horizon 


If Prime Responsibility Is Not Forgotten 


By Frank Elliott, Jr. 


Elliott-Lewis Electrical Company, Inc. 
Philadelphia, Pennsylvania 


The future of the electrical wholesaler is one of the brightest 
on the horizon—if he remembers that his prime responsibility is 
to render the best possible service to his customers. 

With a multitude of new products and all kinds of new applica- 
tions, the electrical industry has an opportunity to do more good 
for more people than any other industry. 

The extent to which the wholesaler serves his customers by 
making these improvements available to them, is the extent to 
which he will realize the potential that is available to him. 





Five Years of Excellent Business Ahead 


If Direct Selling, Other Problems Are Solved 


By A. N. Anixter 
Secretary, Englewood Electrical Supply Company 
Chicago, Illinois 


It is my personal belief that the period immediately following 
the war holds promise of at least five good years of excellent 
business both in the merchandising and construction fields. 

The problem of supplying the market with consumer goods of 
present design, plus the many new items that will be introduced, 
will present to the electrical wholesaler one of the greatest dis- 
tribution problems that he has ever been confronted with. 

In the anticipation of this period, it should be the concern 
of the electrical wholesaler and their trade associations to 
correct the tendency on the part of some manufacturers toward 
direct selling. During the war-time period this tendency has 
increased due to large individual awards of war-time buying 
and various other reasons. 

I sincerely believe that before the floodgates of pent up spend- 
ing power of the post-war area are released, the electrical 
wholesaler should try to make sure that this volume clear through 
normal distribution channels. 


Wholesalers’ Volume After War Should Exceed 
All Past Periods, But Profits Will Be Lower 


By E. A. Jones 


President, Havens Electric Company, Inc. 
Albany, New York 


An electrical wholesaler, who has been in business for a long 
period of years, necessarily must be an optimist. We have all 
learned the hard way, and with the experience we have had, 
it has taught us to plan and look into the future with optimism. 

I believe we will have the greatest opportunity to increase 
our volume and in a more satisfactory manner after the war 
than at any time in the history of the electrical wholesaling 
business. This does not necessarily mean that we will have 
greater profit percentages, but business will be on a sounder 





basis. We are going to be big buyers from the manufacturers 
to stock up as soon as they can supply us. In turn, sales to our 
customers should be great to rebuild stocks in addition to what 
is needed for immediate use. 

The demand for new items in the electronics field, and oppor- 
tunities for greater sales of appliances, construction material, 
and apparatus, will come from so many sources that I haven't 
space here to enumerate them. 

I believe there is a tendency now on the part of manufacturers 
to take the wholesalers in as real sales partners, and there seems 
to be, throughout the whole electrical industry, a better relation- 
ship which should help us all to bigger and better business. 





Useful and Profitable Future Is Assured 
OP... «calle oxen tGeeedee eee eex 


By Frank W. Greusel 


President, Greusel Distributing Corporation 
Milwaukee, Wisconsin 


With a background of forty years and six months of experi- 
ence in the contracting, retail and wholesale electrical field, I 
predict—that : 

IF the wholesaler works hard enough has sufficient 
capital... has proper physical facilities ... has intelligent 
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staff personnel recognizes his responsibility to his vendor 
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observes industry 


an interesting, useful 


recognizes his responsibility to his customer 
izes his responsibility to his employee 
ics .. . and works hard enough 
nd profitable future is assured. 
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Prospects Are Bright But We Must Help 
In Further Reducing Distribution Costs 


By John L. Busey 


President, General Electric Supply Corporation 
Bridgeport, Connecticut 


Opportunities for the electrical wholesale distributor will 
most assuredly exist and future prospects for the early post-war 
period are bright indeed, but, as an industry, we must be alert 
and ready to grasp those opportunities, put our house in order, 
and be ready to convert those prospects into actualities and net 
profits. 


It is not going to be a soft “row to hoe,” inasmuch as our 





lustry wil! be confronted with many new problems, however 
ne so serious that they cannot be overcome. We will have 
re and stiffer competition, and we perhaps may bear the 





int of the attack which will be directed against a reduction 
the cost of distribution. Now, the cost of distribution is that 
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difference between the prices which the retail consumer pays 
and the manufacturer’s actual factory cost of any item. It 
includes the manufacturer’s sales and advertising expense, the 
wholesale distributor’s margin, and the retail dealer’s margin. 
The wholesaler’s margin, or discount if you please, is only a 
very small part of the total cost of distribution, and that part 
of the cost is truly well earned by the wholesale distributor. 
Yet, even that portion of the cost of distribution must ultimately 
be further reduced. We must become more efficient in our 
operations, and control our operating expenses to the degree 
that we can and shall make a net profit on a gross margin rate 
which might produce satisfactory 
competitive distribution 

As electrical wholesale distributors, we should most certainly 
not overlook the fact that we have a distinct responsibility in 
delivering satisfactory results to those manufacturers whom 
we represent; as well as that responsibility to ourselves for 
making a net profit. 


results for any medium of 





Pent-up Demand Wholesalers Biggest Chance, 
Stay On Your Toes, Keep Eyes Wide Open 


By O. E. Frankenbush 
Hawkins Electric Company 
Chicago, Illinois 


What has the electrical wholesaler to look forward to after 
the final defeat of our enemies? 
A pent-up demand for millions of automobiles, typewriters 


and other office equipment, appliances, household furnishings, 





radios and innumerable other items to replace worn out equip- 
ment will create an immediate demand for electrical materials 
for both plant conversion and for production. 

Add to this the millions of new homes needed because of the 
total lack of this type of construction for several years plus the 
making of new homes for war newlyweds as well as for re- 
placement of the many slum areas that still exist. Rewiring of 
temporary wired buildings and remodeling of old plants and 
homes, dangerously neglected, open up still another field. 

The return of millions of our boys will create a new demand 
for civilian clothing and supplies. 

This war has taught most manufacturers methods of produc- 
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tion and use of materials which will enable them to bring out 
new items creating an entirely new market. 

For many years, the feeding,. clothing and reconstruction of 
the devastated countries of the world will be put in the laps of 
American farmers and manufacturers. 

All of this activity means electrical supplies to be furnished 
by the wholesaler. 

What does Hawkins Electric Company propose to do about 
it? Stay on our toes with our eyes wide open and get our just 
share. 





Gradual Conversion to Peace-Time Production 


Recommended to Avoid Post-War Confusion 


By Melville B. Hall 


President, Melville B. Hall, Inc. 
St. Louis, Missouri 


I cannot qualify as a seventh son but I believe a tremendous 
business will open up as the war ceases. I hope that with the 
cessation of war in Europe, which does not seem far off, that 
the government agencies will begin to release goods for civilian 
needs, for new homes and for reconversion of part of industry 
so that instead of a great rush to post-war needs a gradual con- 
version may be made. There is no doubt as to the market and 
—if rush and confusion in changeover is avoided, we can be 
sure of excellent business for many years. Electrical goods are 
most essential to our life. 

I cannot presume to criticize for, after all, I do not sit in a 
high seat. Many things we have done might be changed for the 
hetterment of the industry, but as the management of our whole- 
salers are, after all, only human beings, I think we will still 
have our evils. May they all be little ones. 














Bright Future For Wholesaler Who Serves 
To Get and Hold Customers’ Respect, Good Will 


By Howard S. N. Stultz 


General Manager, Hollywood Wholesale Electric Company 
Hollywood, California 


In my opinion, the “FuturéBrospects of the: Electrical Whole- 
salers” rest largely on their shoulders. In other words, it depends 
on their consciousness toward their responsibility to maintain 
and improve the fundamental functions the wholesalers are 
called upon to render. These functions, which are the very 
reason for a wholesaler’s past, present and (most definitely) 
future existence, are as follows: 

Maintain the respect and good will of their customers by ever 
improving the many services which the wholesaler is expected 
to perform. Maintain an adequate and experienced staff to give 
the customers advice and service in helping him solve his many 
problems. Maintain maximum, up-to-the-minute stocks of the 
various lines of material which they will be called upon to 
furnish. Keep abreast of the trends and conditions existing in 
their particular fields and change with them. Give loyal support 
to the manufacturers who are supporting them with the strictly 
“wholesalers distribution policy.” Eliminate those who play both 
ends against the middle, i.e. direct selling. Regardless of the 
many probable future regulations which we may be faced with 
and the tendency to minimize the wholesaler’s necessities, if we 
are ever vigilant in following the above course, nothing can 
assure us of a brighter future. 
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War-Born Detail Work Will Make Wholesaler 


More Efficient Peace-Time Businessman 


By Marvin Liberman 


Secretary-Treasurer and General Manager 
Illuminating Electric Company 
Chicago, Illinois 


Today the wholesaler has proven that he is an economic 
necessity in getting manufactured goods to the consumer whether 
that consumer be the Army, Navy or Industry. 

The wholesaler is surviving and helping during the nation 
emergency which today faces our country. The wholesaler wil! 
continue to survive any emergency. In the post-war era, he will 
be there to perform the functions essential to efficient and 
economical distribution. 

At the close of the war, the aggressive electrical wholesaler 





should enjoy a very substantial volume of business for many 
years to come. The steadily growing back-log of consumer 
demand for electrical appliances, radios, residential building, 
residential and commercial lighting, and reconversion by industry 
from war-time to peace-time production represents a ready 
market that will provide tremendous sales volume. 

The average electrical wholesaler has become accustomed to a 
tremendous amount of detail work in doing business under today’s 
conditions. He will benefit by that experience and as a result, 
he will have a much more efficient organization with which to 
serve his peace-time customers. 





Reconditioning of Over-Worked Machinery 
Will Need Wholesalers’ Post-War Attention 


By L. S. Klose 


President, L. R. Klose Electric Company 
Kalamazoo, Mich. 


We believe the electrical wholesaler may be of great service in 
helping plants now doing war work in their conversion to 
peace-time operations. 

Equipment now being used may not be adaptable and, in many 
cases is past its usefulness due to lack of the proper maintenance 
it would be given in normal times. With the many improvements 
that have been devised it is up to the wholesalers to assist in 
getting the industries back to a normal condition as soon as 
possible. 
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We believe the credit situation is one that will require close 
ipervision., 

\t this time we think thanks should be given to the manu- 
acturers who have given us their support and we should coop- 
ate with them 100 percent when they need us. 





Alert Wholesalers Prepare Now For Boom 


In Appliances, Electronics, Regular Supplies 


By R. M. Johannesen 


President, Johannesen Electric Company, Inc. 
Greensboro, North Carolina 


It seems to me that the silver lining in the dark cloud is 
already showing itself insofar as the electrical supply depart- 
ment of our business is concerned. The recent liberalized prior- 
ty rulings have made it possible for electrical contractors and 
ndustrials to do more repair work than has been possible for 
some time past. This is already reflecting itself in increased 
activity for those electrical distributors who go after this busi- 
ness, and we believe there should be increased activity in our 
supply department throughout the coming year. The need for 
industrial overhauling, commercial renovating, and new homes, 
promises a bright future for this part of our business after the 
ar, and to a certain extent before the war is over. It is quite 
ikely, however, that we must continue to operate for a time 
nder certain restrictions even after the war has been won. 
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The replacement market for traffic appliances plus a huge 
backlog of demands by new customers, promises an exceedingly 
good market for these items for several years to come. I have 
seen some estimates indicating that this demand should continue 
for a number of years. It seems logical that automobile and air- 
plane plants will endeavor to keep some of their idle war ma- 
chinery going by entering new fields, but this may make itself 
felt more in the major appliance lines than in the traffic ap- 
pliances. 

The future of electronics also appears bright, but the extent 
to which the electrical wholesaler can share in this business de- 
pends largely on his activities now. While there is much talk 
about electronic devices that will be available after the war, 
there has been very little to indicate that these developments can 
be sold as a package item by an electrical wholesaler. It appears 
likely that the wholesaler who wants to be in this business must 
equip himself with able technical and engineering help in order 
to get properly established. 





Capitalize Post-War Sales Opportunities 
By Planned Program, Use Established Channels 


By August Kubec 
Kubec Electric Company 
Chicago, Illinois 


The electrical wholesalers have performed such a splendid 
job of distribution during the National Defense and War Pro- 
duction program that their value has been firmly established as 
an indispensable link in the country’s business structure. 

However, no one should rest on those laurels. Instead all 
branches of the electrical industry should initiate plans for a 
program which will give the American public full benefit of all 





new electrical developments and changes as speedily as they are 
released, and always at the lowest possible cost. 

This should be carried on in full recognition of the estab- 
lished manufacturer-wholesaler-contractor-dealer channel, which 
is time tested and has proved to be the most economical way to 
fast and efficient distribution. 

In order to keep the above system at maximum efficiency, 
we must strive to bring about more harmonious working ar- 
rangements and define more closely the respective functions of 
each group. This will result in a stronger and more prosperous 
industry. 
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Outlook Bright But Post-War Prosperity 
Needs Pre-War Pitching Plus Cooperation 


By D. A. Hughes 


Secretary and Treasurer 
Langdon & Hughes Electric Company 
Utica, New York 


In my opinion future prospects of the electrical wholesaler 
are very bright, providing we can go back to the pre-war style 
of pitching. By that I mean, that our suppliers will recognize 
us as the wholesaler who cultivates and services the business 
from the dealer and the industrial plant and that they will not 
by-pass us as they have during this war period. 

In our experience we have found during this hectic time that 
there are about four or five of our old suppliers who still main- 
tain their policy of selling through wholesale distributor chan- 





nels only. We have found some of our suppliers, most of them 
wire manufacturers, who, when they saw a large quotation, 
that they tried very hard to take it direct. In one case, we were 
told point blank that they could not quote us on an order of this 
size. However, we found another one that could and took the 
order away from him. 

The electrical wholesalers big job is to sit down and talk 
individually or through our association with these manufacturers 
and get their ideas, just what they intend to do. If there is any 
doubt at all, forget that they exist and let them go ahead and 
try to solicit and receive these orders from the dealers and 
industrials and they will find that practically every distributor 
who has done a good job will beat them to the punch. 





Building, Appliances, Industrial, Commercial, 
All Big Potentials! The How? Anybody's Guess 


By A. S. Riechman 


President, The F. D. Lawrence Electric Company 
Cincinnati, Ohio 


We all know that up to now we have been enjoying a lot of 
industrial business from large war plants, which business is 
sharply declining due to contract cancellations, and a general 
slowing up of war production, so that we must look to new 
fields. 

\ lot of small plants have been shut down for lack of priority 
rating. These will undoubtedly be rehabilitated as soon as prior- 
ity regulations relax, which should create a lot of small business 
with a long margin of profits. Next comes new home building, 
but who knows what Washington will say on release of mate- 
rials, and it is a safe bet that when any release is made, it will 
primarily be for repairs only. 
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That brings us to appliances. Every jobber in the count: 
eyeing this market for the manufacturers themselves cannot 
us what will happen, but we do know that when material is 
leased for this market, it will not be in quantities la 
enough to enable any manufacturer to supply the demand. T 





limited output will be allocated among their distributors so that 
no distributor will receive sufficient amount to enhance his sales 
appreciably. 
Planning— 
correctly. 


yes, we are trying to, but have no hope of guessing 





Must Plan Soundly for Post-War Market— 
Deal Only with Reliable Manufacturers 


By Claude L. Smith 


President and Treasurer 
Michigan Brass & Electric Company 
Lansing, Michigan 


While intensively directing our efforts to help win this wat 
and speed the days of peace, it is most important that during 
this emergency we plan ahead for the post-war years. 

Having spent the past twenty-six years actively engaged in 
this business of electrical wholesaling and thus having lived 
with this business during two world wars as well as a post-war 
prosperity and depression, I have learned by experience that it 
certainly pays to plan ahead as far as possible. 

One very important part of this planning is to represent only 
reliable manufacturers of top grade merchandise who only sel! 
their products through legitimate and trustworthy wholesalers 
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who properly represent them. These manufacturers have a 
strict policy and cooperate with their wholesaler who in turn 
should give them whole-hearted support and both with proper 
effort should reap worth-while benefits in the post-war years 
ahead. 

I have every confidence in the future and we are now plan- 
ning our post-war organization and operation for I believe 
the war in Europe will soon be over and that it will not take too 
long after that to finish Japan. 

Certainly there will be a great post-war market for the 
electrical wholesaler both in plant conversion and civilian re- 
quirements and I do not think that this change-over will rush 
upon us but gradually war-time restrictions will be relaxed 
and critical materials released as we happily change back to 
the welcome days of peace. 

Sound post-war planning now for the days ahead cannot be 
overstressed and will surely prove worthwhile. 








Watching Costs, Turnover, Plus Knowing 
Territory, Products, Are Needed for Good Job 


By G. M. Nutter 
Vice President, Moock Electric Supply Company 
Canton, Ohio 


If there was ever any doubt as to the electrical wholesaler 
being able to justify his place in the distribution picture, (and 
there has never been any doubt in my mind) the job he has 
done by and large in the war effort should dispel that doubt. 

To be sure, many inefficiencies and bad practices have crept 
nto the distribution picture over a period of years, fostered not 
by the wholesaler alone, but by the manufacturer, wholesaler and 
retailer combined. There is no doubt that some water can be 
wrung out of the cost of distribution providing the manufac- 
turer, wholesaler and dealer will each accept their share of the 
responsibility for the conditions that have prevailed, and will 
approach the subject in a cooperative, constructive and sensible 
manner and not allow it to take on the proportions of a dog 
fight, with the pot calling the kettle black. 

I believe the alert, wide awake wholesaler who keeps his 
ost of doing business and his turnover in line with good business 
practice and makes a diligent effort to know his market, his 
product lines, and offers prompt and efficient service to his 
customers, will have no difficulty now or at any other time in 
justifying his position. 

Goods must be distributed and it has always been my con- 
tention that a local distributor with local management and with 
his own money invested in the business can and will do a better 
job of distributing goods and at a lower cost than any other 
method yet devised. 





Enormous Demand For Wholesalers’ Goods 


To Come from Home Building, Reconversion 


By Alexander Fromm 


President, Morristown Electrical Supply Company 
Morristown, New Jersey 


We of this industry should look ahead with a great deal of 
timism towards the post-war era. We will be called upon 
supply not only this country, but all of war-torn Europe. 
1.e building of millions of new homes and reconversion of 
lustry, will create an enormous demand for electrical equip- 
ent and appliances, probably far greater than we have ever 
perienced. 

\ great deal of post-war planning on the part of the wholesaler 
ll be necessary to find ways and means of adjusting himself 
meet these demands. 
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The manufacturers should keep their distributors fully in- 
formed regarding the availability of new products and also as 
to any changes that they may contemplate in the distribution of 
their products. With this advanced information the wholesaler 
could then plan to offer better and more adequate distribution 
of their suppliers’ products. 





Boom Ahead—Also "Profitiess Prosperity,” 
Unless Profits Gained Through Lower Costs 


By C. P. Andrews 


General Manager, Noland Company, Inc. 
Newport News, Virginia 


The years ahead of us will provide a volume of business 
greater than anything we can imagine. It will be our privilege 





to live in an era in which everyone can share in the good things 
of life. It is our duty to provide jobs for the millions of boys 
who will return to peace-time pursuits. It is our duty to provide 
the comforts and conveniences of electricity to make America 
a better place in which to live. Rural electrification; highway 
lighting; home building; improved lighting in industry; stores 
and homes; the application of electronics to industry ; television; 
radio; ventilation; low temperature storage cabinets; air con- 
ditioning; modern electric kitchens; all these will tax our in- 
dustry to the point where, for a long time, we shall not be able 
to produce enough to satisfy the demand. 

Those of us who went through the boom days following the 
last war will recall the phrase “Profitless Prosperity.” It reminds 
me of the phrase from the Ancient Mariner. ‘““Water water every- 
where and not a drop to drink.” Shall we let it happen again? 
Shall our industry, feeding at the trough of abundance, yet starve 
itself to death? 

If we but take heed from our own experiences of the past and 
from the experiences of others, it will not happen this time. The 
cost of doing business is not a mystery. The report of the Bureau 
of the Census on Electrical Wholesalers for the year 1939 is a 
good yardstick for all wholesalers to study. Perhaps it will 
help steer us away from the abyss of “Profitless Prosperity.” 

Our text books at school said something about the “Law of 
Diminishing Returns.” To most of us, at that age, this was 
quite meaningless. To many of us now it is something which 
just happens, something over which we have no control. Cer- 
tainly it behooves us to study the economics of distribution, 
getting down to a fundamental consideration of the law of supply 
and demand: the relative cost of distribution; the elements of dis- 
tribution cost; margins of profit; extension of credit; market 
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and territorial analysis and the many other factors which con- 
front us from day to day. 

Every dollar of gross income must be apportioned to so much 
for material, so much for labor, so much for administrative costs 
and so much for sales expense. Whatever is left (if anything) is 
profit. We cannot hope to come out on the right side unless we 
plan every step in advance. 

So, as a part of post-war planning shouldn’t we take stock of 
what we have done in the past and discard all foolish and ruinous 
practices? We should all belong to our trade associations. They 
provide a medium for research, valuable beyond the reach of 
any individual. They provide competitive cooperation which will 
go a long way in protecting us from another Era of Profitless 
Prosperity. 





Facing Future With Unbounded Optimism 


If Makers and Wholesalers Learn Team Work 


By C. E. Mason 
President, Novelty Electric Company 
Philadelphia, Pennsylvania 


Another war has again demonstrated conclusively the indis- 
pensability of the distributor. Aggressive thinking and_plan- 
ning must bear this fact in mind. Team work kas won battles 

it will win the fruits of Peace. Distributors and manufacturers 
must everlastingly work together in this common endeavor. 
Each must have the confidence and support of the other, and 
realize their futures are linked together inseparably. 

To reach fully the industrial and consumer markets, the 
distributor is pre-eminently equipped and able to render this 
service of distribution in the most economical manner. he 
principles are right—the course is sound. We face the future 
with unbounded optimism. 





nance engineer, the electrical contractor and appliance de:ler § pla” 
are planning to do later on. Then follow up, promoting is \t 
idea which will result in more business. for 

To complete post-war planning electrical distributors m ist § reasé 
have and want the same cooperation that they received from the § pr rd 
manufacturer before Pearl Harbor, which means, letting the avail 











There Is No Room for a “Pessimist Club" 
Start Your "Tomorrow's Note-Book" TODAY 


By H. E. Rasmussen 


President, Peerless Electric Supply Company 
Indianapolis, Indiana 


The post-war planner is a fellow who could belong to two 
clubs—the “Pessimist Club” or the “Optimist Club”—but just 
the same the wholesaler’s salesman is the fellow who has 
learned the lesson of keeping his eyes and ears open, letting the 
other fellow do the talking while he, the salesman, knows where 
the post-war changes are to be made. 

In many of the large plants as well as some of the small plants, 
they have stocks of “emergency material” but not enough to 
enter post-war production which means that there is a good 
volume of business waiting for the bell. 

Then again, many “pet” ideas will be put into use when the 
electrical maintenance engineer can use freely restricted devices 
of today and this alone will create a large market for electrical 
supplies. 

That is where the wholesaler will profit, for the electrical 
maintenance department will not forget for sometime how the 
electrical distributors took care of their requirements on hard-to- 
get items during the National Defense and War-Time emer- 
gency. 

Nearly all electrical wholesalers have appliance departments 
and “if,” mind you, it is only one-tenth of the market that we 
think it will be, it still, will be good business for the legitimate 
electrical wholesaler. 

With all of these opportunities for the future why should 
there be a “Pessimist Club,” instead, why not start a “To- 
morrow’s Note-Book” jotting down what the electrical mainte- 
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Tremendous Sales Opportunities Will Exist I job. 

: 


For Every Legitimte Wide-Awake Wholesaler 


By Fred. R. Eiseman 
‘ |We 
Secretary and Treasurer q 
Revere Electric Supply Company ' For 
Chicago, Illinois 


The thirty or more well known electrical manufacturers, wh 


‘ontributed splendid articles in your October issue off 
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WHOLESALER’S SALERSMAN on the future prospects of the 
electrical wholesaler, covered the water-front pretty thoroughly. 

Unquestionably, every wide awake wholesaler must be con-ff 
scious of the tremendous opportunities that will present them-f 
selves when appliances, radio, and construction material are 
again allowed to make their appearance for consumer andp 
industrial uses. 

The lighting business in itself will demand a specialized} 
department to produce the fullest benefits from its possibilities. J. 

May the terrible hostilities raging at the present time come to i x? 
a victorious ending in the near future, so that we might againgy, 


.} 
plan for constructive effort instead of destruction. 2 ; 
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Prepare Organization and Train Salesmen NOWs— 


For Appliance, Lighting, Electronics Sales | 


By B. T. Hare Fai 


Vice President, Rumsey Electric Company 


Philadelphia, Pennsylvania 


My impression is that the future prospects of the electrical 
wholesaler are good but there are pitfalls ahead for which he 
must be prepared. Both manufacturer and wholesaler must pre- ; 
pare for the inevitable dumping of large inventories on the@;. 
market and as this unloading has started, some cooperation and f 
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plans should be worked out, so that the least damage be done. 

it the close of the war there will be a tremendous demand 
for appliances, electronics, lighting, etc. and after allowing a 
reasonable time for the manufacturers to turn from war to peace 
production, an increasing supply of merchandise will become 
available. 

[he electrical wholesalers should be ready to take advantage 
of the opportunities presented. Their salesmen should be trained 
not only to sell electronics and appliances but to be able to advise 
and help in the conversion of plants from war to peace products 


to help in modernization and installation of safety devices. 


Let us, as electrical wholesalers, prepare ourselves to do this 
i0b. 





We Look Forward to a Bright Future 


| For Industrial, Residential, Appliance Sales 


By |. |. Jaffe 
Silk City Electrical Supply Company 
Paterson, New Jersey 


We have every reason to believe that we will enjoy good 
business in the future in both the territories where we operate. 
Our opinion is based on the following facts: In the Paterson, 
New Jersey territory, our business is mainly industrial. The 


industrial plants are now doing considerable business at a profit. 


Due to restrictions they are unable to purchase sufficient electri- 
al material to maintain their plants. When the war is over and 





}the restrictions are lifted their first thought will be to modernize 


their plants. The demand for electrical supplies will therefore 
be tremendous. 

In the Newburgh, New York territory, our chief business 
comes from the dealer-contractor, and when these outlets will 


}once again be able to purchase wiring materials, their purchasing 
}power will be felt. 


Yes, we look forward to a bright future. 





Wholesalers Accepted As Important Cog— 
Fair Prices Essential to Fair Profits 


By G. S. Steiner 


Steiner Electric Company 
Chicago, Illinois 


Sertainly the last two years must have proven to reliable manu- 
turers and responsible dealers, contractors, and industrial 
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plants that the electrical distributor is a very important cog in 
the wheels of industry. 

The appliance dealer has learned that it is possible, as well as 
profitable, to sell his merchandise at the prices established by 
legitimate manufacturers. The net and gross profits are prob- 
ably far better for many of the dealers who formerly were in the 
habit of chiseling inside prices and then giving it away. 

I think probably that a check among legitimate dealers who 
were fair with their suppliers before the shortage would prove 





that most of them are still able to get some appliances, and I 
know that some wholesalers are still taking pretty good care of 
dealers who were fair with them. 

I am hoping that all reliable manufacturers will establish 
suggested resale prices. I hope that every distributor or dealer 
will have learned that it is to his advantage to pay a fair price 
and to get a fair profit, and the consumer and Uncle Sam will 
benefit in the long run. 





Bright Future for Wholesalers Who Are 


Good Businessmen—Put House in Order NOW 


By Harry E. Perl 


General Manager, State Electric Supply 
Oakland, California 


The future of the electrical wholesaler is assured—if he will 
adapt and systematize his organization to fit the conditions 
under which he must operate in the future. 

During the past two years, the electrical wholesaling industry 
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has proven its part in the American Way of Life by doing a big 
job in the war effort and doing it well. The primary structure 
of the economy,—manufacturing—distribution—consumption,— 
cannot be altered, either in war times or in peace. Therefore, 
our place in the field of distribution is more important than 
ever. We must realize, however, that in order to continue to 
function in this chain of our future economy, we must attain 
greater efficiency and better service in our operation. 

In the post-war order of things, we may have to operate on 
smaller margins. This means that our internal operations 
will have to be given careful study and scientifically analyzed 
with the end in view of putting our organization on the same 
basis as “line production” in a factory. 

Manufacturers cannot take over our function of distribution 
and maintain present price levels. Nor could they “cover the 
territory” without setting up organizations which duplicate 
ours. So, we are definitely a big part of the manufacturers 
scheme of things and have a definite job to do for them as 
well as for ourselves. We shall accomplish this job by putting 
our house in order and being good businessmen. 

Let us then be optimistic about the future of the electrical 
wholesaler; take an active interest in the laws and regulations 
that govern our industry; and take a part in association activi- 
ties to the end that our place in the economic scheme of things 
will be recognized. 





Wholesaler's Future Prosperity Affected by 
Method of Unloading Surplus War Goods 


By J. B. Terry 


President, Terry-Durin Company 
Cedar Rapids, lowa 


The appliance distributors first largest problem will be ability 
to get sufficient merchandise to take care of cusiomers. The 





second problem will be satisfactory sales man power. 

Combination distributors will have the added problem of com- 
peting with huge stocks of government materials which neces- 
sarily will be unloaded: As yet I have heard of no method of 
controlling the sale of this merchandise. 

The distributor will continue to fill his important position in 
the industry and if he has properly protected and taken care 
of his business for the duration, he should reap a bigger and 
better harvest than at any other period in his history. 

How long this anticipated prosperity will last is anyone’s 
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guess. We should all profit by past experience and keep oursel 
prepared to meet any emergency. 





Appliance Distributors Face Boom Years— 
But Must Aid Dealers, Fight "Trade Diversion" 


By E. B. Ingraham 
President, Times Appliance Company, Inc. 
New York, New York 


It has been said that “Specialty selling by wholesalers and 
their retail dealers has been more responsible than anything 
else for building up the nation to its present high standard of 
living comfort for the people generally.” 

Products requiring specialty-selling methods will be numerous 
in the post-war period. Consider the opportunities offered to 
the electrical appliance distributor by automatic washers, low 
temperature freezers, refrigerators with special freeze com- 
partments, electric ranges, sterilizing lamps, hot water heaters, 
home recorders, electric kitchen units, television, electronics 
devices for industry and many others. 

The manufacturer and distributor together have a tremendous 
opportunity to promote specialty merchandising by putting into 
operation a real training and educational program designed to 
provide an adequate number of well-located dealers with trained 
personnel, able to sell the public on maintaining and increasing 
their high standard of living comfort... Returning soldiers will 
undoubtedly be interested in the opportunities such a program 
offers. 

Public utility companies that are worrying for fear there will 
not be enough dealers in the immediate post-war period to 
conduct the business of specialty merchandising of electrical 
products can be of tremendous help in the building up of a sound 
dealer distribution structure. 

Specialty dealers are pioneers in a sense. They play a big 
part in creating wide-spread public demand for new products. 
They must be set up on a selective basis and they must have an 
opportunity of cashing in on their promotional and sales efforts. 
They must not be sabotaged by “trade diversion” through care- 





lessness and lack of understanding of their problems on the part 
of either the manufacturer or their distributors. 

The future prospects of the electrical appliance distributor are 
tremendous. An opportunity to perform a service of the utmost 
importance lies ahead. Full employment, full production and 
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w prices are the cardinal requirements if the period of post-war 
rosperity is to extend over several years. By creating a widen- 

jemand for more and more new electric appliances, the 
lectrical appliance distributor will be a heavy contributor to 
the achievement of these vital goals. 





Wholesalers’ Services, Rendered at Small Cost, 


Will Be Vital in Post-War Boom Markets 


By N. C. Goldman 
President, The Commercial Electric Comhany 
Toledo, Ohio 
(On Leave with the Armed Forces) 


Things have changed with the war and in the approaching 
post-war period, new products will be coming into the market. 
National income, after paying taxes, will give us a huge back- 
ig of buying power. 

It is the wholesaler who can benefit because of his assembling 

goods at a central location for distribution as needed, and 
tick deliveries of electrical material. 





[he wholesaler will continue to be a distribution outlet for 
undreds of manufacturers reducing their distribution cost and 
onsequently reducing the selling price. The wholesaler has 
apital, organization, and intelligent, speedy, economical service 
hich he renders at a nominal profit. 

would like to see closer ties of cooperation between manu- 
acturers and distributors. 





Plan Now for Appliance and Building Boom— 
Wholesaler's Set-up and Men Must Be Ready 


By Theo. C. Treadway 


Treadway Electric Company, Inc. 
Little Rock, Arkansas 


1 


he electrical wholesaler has proven his worth in the war 





ding program and will function more efficiently due to the 
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experience obtained in having done his part well in the war 
effort. 

The wholesaler has an important duty to perform in helping 
the contractor dealer re-build his business, and by so doing, 
improve his own. 

There lies ahead a great future for both the wholesaler and 
the dealer, particularly in the appliance field. The demand for 
electrical appliances will be tremendous, when again put on the 
market. An orderly system of distribution by manufacturer, 
wholesaler and dealer should be set up as quickly as possible. 





Since no real homes or public buildings have been built in 
recent years, we can look forward to the greatest building pro- 
gram in the history of our country. The electrical wholesaler 
should have his men ready to meet this demand. This brings 
before us our responsibility to our boys who left us to enter 
the armed forces. When they return they will have again, their 
places in the electrical industry. 





Protect Dealers NOW—To Gain Full Advantage 
Of Huge Peace-time Appliance, Fixture, 
Wiring and Ventilation Sales Opportunities 


By J. W. Barnes 


Manager, United States Electric Company 
Springfield, Illinois 


Future prospects of the electrical wholesaler depend largely 
upon decisive measures taken now to promote post-war unity 
with other wholesalers, the manufacturer and the dealer. 

The wholesaler should endeavor to maintain price schedules 
set up by manufacturers that provide ample profit which we are 
rightfully entitled to. 

Wholesalers post-war plans should include contacting only 
reputable manufacturers who have definite wholesale policies. 

Too many wholesalers are losing contact with small dealers 
who will be, potentially, dealers of greater capacity later. Not- 
withstanding our war-time limitations of labor and materials 
and the increase of detail office operations, we should continue 
to provide adequate and helpful service to our customers. Whole- 
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salers should plan a definite selling policy that will offer dealers 
more protection than they have had in the past. 

Industrial plants should not be permitted to issue purchase 
orders enabling their employees to purchase appliances, wiring 
material and lighting fixtures for their own use. These small 
individual sales are costly to the wholesaler and detrimental 
to the dealer. Such a sales policy would be whole-heartedly 
endorsed by the dealers. 

The establishment of a peace-time program necessarily de- 
mands rehabilitation of homes, industries, society itself. With 
our everyday requirements limited as they are now, and with 
such limitations to be furthered until peace is won, we can realize 
the need that will exist then. Appliances of all kinds, new styling 
in lighting fixtures for remodeled and new homes, new types of 
wiring devices, and ventilating and air conditioning for business 
and home all will be in greater demand than ever before. 

If we plan our future now, these demands can be met with an 
ease and confidence that will speed our readjustment era into 
days of peace and prosperity. 





Demand for Electrical Goods Tremendous 
Careful Planning and Market Studies Needed 


By H. W. Desaix 


President, Watson-Flagg Sales Corporation 
Paterson, New Jersey 


While there is a feeling of justified optimism in the trade that 
the post-war demand for electrical goods will be considerable 
and that the electrical wholesalers will enjoy a good volume of 
profitable business, this should not be construed as indicating 
that a “seller’s market” will generally prevail. 





This is the appropriate time for electrical wholesalers to care- 
fully study all opinions, data and trends so that their operating 
policies can be determined and be ready for the day of Victory 
and what is to follow. To this end the trade press is making an 
invaluable contribution to our assistance by reporting trends and 
opinions. 

Based upon such data which has come to my attention, it 
appears that there will be two periods of transition. The first or 
primary period is that between the end of the German war and 
the end of the Japanese war. The secondary period begins at the 
end of the war with Japan. 

At the beginning of the primary transition period there no 
doubt will be some temporary internal shock. Because of many 
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factors, which will be in a state of flux, the readjustment m’-h 
be slow but with time would accelerate. War production w 
decline but as it does civilian production should increase, but : ot 
at the same rate. 

The beginning of the secondary period will be less of a sho~k 
on the economy because the primary period would act as a 
bumper to ease it. 

It is during these periods that most careful management po'li- 
cies are essential; operating costs should be studied, sa’es 
policies developed and market analysis made. Both of these 
periods, I think, are going to test the management personne! of 
our industry. That intelligent decisions will be made I have n 
doubt and the industry will do a post-war job equalled only by 
its outstanding contribution to the war effort. 3 

That there will be a tremendous demand for electrical appli- 
ances after the end of all hostilities is not doubted. The sam: 
true of most other electrical commodities. But I doubt that this 
market will immediately present itself at the end of the secondar 
period, because of the dislocation which is bound to occur caus- 
ing public hesitancy plus the fact that time will be necessary for 
converting manufacturing facilities. In some industries this con- 
version will be rapid, but with most of the plants that mak: 
capital consumer goods the changeover will be much slower. 

For those wholesalers who operate in industrial areas ther 
will be a good market for wiring materials and devices, but for 
those who are not so located there may be a period when there 
is a heavy consumer demand but not a sufficient supply. 

After the general economy has had time to become stabilized 
the electrical wholesalers of the country should enjoy a period 
of prosperity with a good demand for all commodities but this 
condition will not come as a wind-fall but only as the result of 
careful planning after a full study of all factors. 

To sum up, the post-war demand for electrical goods will be 
great, but because of the transition through which our economy 
must pass, that demand will be felt gradually. In addition, publi 
hesitancy brought about by the inevitable shock to our economy 
will impose upon management the need for extremely intelligent 
planning of the approach to the post-war period. 





STRAWS IN THE WIND 


Punch lines, gathered by the editor of WiHoOLESALER’S SALES 
MAN from letters received in answer to the reauest for a con- 
tribution to the symposium. 


From a wholesaler in the State of Washington: 


If wholesalers will keep eyes open and feet on the ground 
post-war stability and progress are assured. 


From a wholesaler in the State of Virginia: 


Don’t think any of us know just what the post-war peri 
will bring forth. We do know a tremendous back-log of su 
plies is being built up and if nothing unforeseen happens t 
change it, business certainly should be good for some time. 


From a wholesaler in the State of Michigan: 


The most important item that wholesalers shon'4 cive thei 
attention to would be to influence the vovernment to withdrai 
all those rules and regulations, which now restrict the fre 
operation of our business. 


From a wholesaler in Central New York State: 


Throughout the war period we have been doing 90 percent 
war work but all the while we have also kept our eye on th 
dealers, industrials and lamp accounts, on which we must depen 
for business after the war is over. 


From a wholesaler in Northern New York State: 


Governmental control of ours, as well as other industries 
must cease. Free enterprise must again become one of out 
freedoms. Let this industry plan now to compel legislation t 
that end. Failing in this, our future will be as our present and 
our prospects as of the past. 
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A PRIMER OF ELECTRONICS 





PART Ill 


ELECTROMAGNETIC RADIATION continues 





Chapter 1] ‘continues 


Television Transmission 


The principal difference between the transmis- 
sion of pictures by radio and the transmission of 
sound by radio lies in the method of picking up 
the energy which is to be converted into electro- 
magnetic waves. The waves themselves are the 
same in each case except that in television, shorter 
wavelengths and high frequencies are used to 
avoid confliction and interference from static as 
well as other signals. 

It has been explained how, in converting sound 
waves into amplitude modulated electromagnetic 
waves, a microphone causes fluctuations of the cur- 
rent in its circuit in accordance with the sound 
waves producing vibrations of its diaphragm. In 
television the fluctuations are caused by the varia- 
tions in light intensity over the surface of a pic- 
ture within the range of “‘vision” of a lens focused 
upon the scene to be televised. 

One type of electron tube which converts the 
gradations of light into fluctuations of electric 
current is called an iconoscope. Its operation and 
construction will be covered more fully in Part IV, 
but at this point we can think of it as a device 


TELEVISION TRANSMISSION 
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Diagram of the principles of television transmission and 
reception. 
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which breaks the scene into thin horizontal lines 
of light and dark, one after the other from top to 
bottom, until eventually the whole scene is scanned. 
It is similar to reading this page. Instead of 
grasping the page as a whole, the eye travels 
along each line, carrying each word to the brain 
until eventually the whole page is read and its 
meaning impressed upon the brain. The indi- 
vidual words or lines mean but little until enough 
of them have been read to start the formation of 
a mental picture. So in television, a thin beam 
of electrons sweeps rapidly back and forth more 
than 500 times across an image on the screen of 
an iconoscope like the reader’s eyes sweep each 
successive line of a printed page. In order to 
avoid a disturbing flicker at the receiving end, the 
whole scene must be swept in this manner about 30 
times in each second. Current from the icono- 
scope, which pulsates in accordance with the 
gradations of the scene lines, is converted into 
electromagnetic waves and broadcast in the same 
manner as the sound which accompanies and is 
synchronized with the scene. 

Present television broadcasting is carried on in 
a wavelength band ranging from about 8 to 3 
meters, with frequencies from 50 to 100 mega- 
cycles or more. ‘To distinguish it from the trans- 
mission of sound (audio), television is called video 
transmission. Developments now in progress in 
this field of radio will, in all probability, lead to 
colored moving television pictures in stereo (three 
dimensional-depth) projected upon a screen of 
good size within the average home. 


Television Reception 


Television reception is basically the reverse 
processes of transmission, that is, the transforma- 
tion of electromagnetic waves of the broadcast- 
ing wavelength back into those of light wavelength 
which can be seen. The receiver is similar in many 
respects to our ordinary radio except that the 
video oscillations, instead of being sent to head- 


WHOLESALER’S SALESMAN — January 1944 








~ -—= & De 


as nated ~ - 


tn i? an Ta a 


PP het SK FY 


re Ar Fh 


Hh hh ~ — 


~ 


in 


.d- 


44 





A PRIMER OF. ELECTRONICS 


phones or a speaker for transformation into 
sound waves, are sent to a cathode ray tube for 
transformation into light. The details of cathode 
ray tubes will be presented in Part IV, but we can 
discuss their function in a general way here. 

A cathode ray tube consists primarily of an 
electron gun which emits a thin needle-like stream 
of electrons, a system of electromagnetic plates 
which deflect this stream of electrons up and down 
or sideways, depending upon how the control is 
operated, and a screen of fluorescent powder 
coated over the flat end of the tube. When and 
wherever the electron stream strikes the fluo- 
rescent screen a bright spot, pin-head in size, is 
created upon it. The brightness of this spot 
depends upon the strength of the stream, that is, 
the number of electrons in it. 

If the stream is swept almost instantly across 
the screen, the eye sees its path not as a series 
of light dots but as a bright line. If, during its 
progress across the screen the number of electrons 
in the stream decreases, the line will be brighter 
at its starting end than at its finish. If its strength 
fluctuates during the sweep, the line will have 
gradations of light and dark in accordance with 
the electron stream strength fluctuations. 

The stream from the electron gun in a cathode 
ray tube does just this, and it sweeps over 500 lines 
across the fluorescent screen from top to bottom, 
completely covering the screen with light and 
dark areas. Furthermore, it makes the complete 
coverage 30 times each second, traveling, some- 
where in the order of 180,000 inches per second. 
It is these light and dark areas which make up the 
television picture on the end of a cathode ray tube. 

In the previous section on television transmis- 
sion it was explained quite briefly how the icono- 
scope does the same thing to the subject or scene 
being televised, and how the current from the 
iconoscope fluctuates in accordance with the light 
and dark areas of the scene as its own electron 
stream sweeps or scans the scene line by line. It 
was also pointed out that this fluctuating current 
is converted into modulated electromagnetic 
waves and broadcast in the same manner as ordi- 
nary radio waves. 

Television therefore is, in a sense, a means of 
converting the electromagnetic radiations of light 
into much longer wavelengths which can be broad- 
cast and then changing them back into light again 
so they can be seen. Of course sound transmis- 
sion waves are synchronized with the video trans- 
mission to complete the intelligence of the broad- 
cast to the audience at the receiving end. 
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Ultra High Frequencies 
And Microwaves 


At the outset of a preceding section on Short 
Wave Radio, it was stated that as the wavelengths 
of electromagnetic radiations become shorter and 
their frequencies higher, the characteristics and 
behavior of such waves change somewhat. As we 
proceed beyond the short wave region into wave- 
lengths still shorter (less than a meter), we find 
the waves abandoning many characteristics of the 
longer ones. As a matter of fact, a moment’s 
reflection and a glance at the diagram of the range 
of electromagnetic waves will reveal that we are 
approaching the infra-red or radiant heat region 
and that such waves might be expected to behave 
something like radiant heat and even visible light. 
This is just about what they do in the upper limits 
of the microwave region thus far explored, that is, 
radio waves of these ultra high frequencies and 
short wavelength can be focused more readily 
into a beam much like a searchlight. 

In the consideration of microwaves, we must 
also shift the ideas of electric current flow which 
were described in Part I. At low frequencies and 
long wavelengths electric current flows through a 
conductor, but at the high frequencies of micro- 
waves the current flow is more nearly in the sur- 
face of the conductor, actually penetrating it only 
very little. Thus we see that instead of thinking 
of electric current as flowing through a pipe like 
water, we must think of it as flowing along the 
outside of a pipe when the very high frequencies of 
microwaves are involved. 

Paradoxical as it may seem, pipes are actually 
used instead of solid conductors to conduct these 
extremely high frequency currents. Such pipes are 
called wave guides and may be round, square or 
rectangular in cross-sectional shape. Wave guides 
carry microwave currents similar to the way in 
which a speaking tube carries sound waves, keep- 
ing them within its boundaries and allowing them 
to come out at the listening end diminished some- 
what by losses which radiate away from the tube 
along its length. A few readers may have 
observed the way in which light flux passes through 
a fused quartz or Lucite tube—traveling around 
bends and out the end with but little loss through 
the sides. This analogy of wave guide behavior 
is perhaps more physically accurate than the speak- 
ing tube description. 

Since the microwave region involves wave- 
lengths of only a few centimeters, the physical 
dimensions of the wave guides become the essen- 
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tial factor in their function. The manner in which 
the radiations travel within their boundary limits 
is determined largely by their cross-sectional size 
and shape. 

Wave guides should not be considered as con- 
ductors in the sense that they are connected to a 
source of energy such as an A.C. generator. They 
are just what their name indicates. They guide 
electromagnetic radiations of microwave propor- 
tions from one point to another, the waves radiat- 
ing perhaps from a small rod-like antenna placed 
at one opening of the guide, so that they can prop- 
ogate along its length to the other end where 
further control and use may await them. 

It is dangerous to attempt a further discussion 
of the characteristics of microwaves in a treatise 
of this sort without recourse to the more technical 
aspects which have been avoided deliberately. It 
is hoped however that the reader will have gained 
at least a general concept of the behavior of the 
electromagnetic radiations in this region. 

At present it seems to be questionable whether 
wavelengths still shorter than those we have just 
discussed will be of much use in distant communi- 
cation. The structure of air is such that shorter 
waves have a tendency to attenuate or be absorbed 
when radiating through it. Further develop- 
ments, however, may open up new uses for wave- 
lengths and frequencies in the region between 
microwaves and infra-red radiaton. 


Ranging and Detecting by Radio 


As this is written, ranging and detecting by 
radio is one of the most potent offensive and 
defensive weapons of both the enemy and our- 
selves. As such, we cannot discuss it too openly. 
It involves ultra high frequencies in the micro- 
wave region and utilizes those characteristics 
which are similar to the behavior of infra-red and 
visible light. Specifically, these radiations can be 
sent out and controlled in direction like a search- 
light beam, and when striking an object are re- 
flected back similar to the way in which light 
would be reflected back. The important difference, 
however, is that the microwaves making up the 
ranging beam penetrate fog and haze, whereas 
light is absorbed by the atmosphere. 
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Radio Ranging and Detecting Operation 


The range of power used for this work is tre- 
mendous. The electron tubes which produce these 
ultra high frequency waves are capable of gen- 
erating extremely powerful outputs. This energy 
is sent out in a beam and upon striking an object 
a minute quantity is reflected back. The equip- 
ment which detects the reflected energy is 
extremely sensitive to the minute quantities which 
return to it. 

Some concept of the range of radiant energy 
power involved in ranging and detecting by radio 
may be obtained from the following analogy: 

If it were possible to scoop up all the sand on a 
typical seashore beach and throw it at a plane 
somewhere out of sight behind the clouds and 
have one grain bounce back to tell us exactly 
where the plane is located, we would have a pic- 
ture of the relative energies involved. 

Since the speed of electromagnetic radiation 
of all wavelengths and frequencies is the same 
(186,000 miles per second—see Chapter 6, Elec- 
tromagnetic Waves), the location of the object 
can be accurately computed from the time involved 
for a pulse or packet of microwaves to travel to 
the object and return. Of course such a time 
interval is extremely short and is measured in mil- 
lionths of a second (microseconds). 

Although ranging and detecting by radio has 
been directly responsible for a great deal of dam- 
age to the enemy, it will be applied to peacetime 
living and travel to make safer and more reliable 
transportation. It will be the “eyes” of a ship at 
sea in the thickest of fogs. It will guide airliners 
around treacherous mountain peaks, on the black- 
est nights through blinding rainstorms, and assure 
their safe arrival at airports under such condi- 
tions. 








TO BE CONTINUED 


For table of contents and chapter summaries see the July 1943 issue. 
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f Single copies....... $2.00 


by Don P. Caverly 
Commercial Engineer, 


Sylvania Electric Products, Inc. 





ORDER NOW 


for Distribution 


DECEMBER 
1943 


PRICES 


10 or more copies, 
shipped to one address 
10% Discount 


100 or more copies, 
shipped to one address 


20% Discount 


Shipment will be made in 
the same rotation as or- 
ders are received. 
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At Last! 








“A PRIMER OF 
ELECTRONICS 








The first book that makes 
the complexities of this 
highly technical subject 


understandable to the layman 


If you want to be on top of your job when tomorrow's post-war 
competition is upon us—then you want to know more about 
electronics. Because you'll run into electronic devices at every 
turn, in most every plant you call on. It will be big business, and 
the wholesaler’s salesman who has an understanding of it will 
have the inside track. 


There’s been plenty published on electronics, but most of it is so 
tangled up with engineering formulae and high powered tech- 
nical phrases that the average mortal retreats in bewilderment. 
That’s why A Primer of Electronics was written in a language 
that anyone can understand. It will give you valuable and essen- 
tial background quickly and painlessly. More than 200 illustra- 
tions make it easy to grasp the basic principles without having 
to wade through endless paragraphs of explanations. 


Yet, for all its simplicity A Primer of Electronics is authoritative 
and complete. Every wholesaler and his salesmen should have a 
copy, for study now and for reference later. Order copies now, 
please .. . with the paper situation the way it is we cannot tell 
how many copies will be available and orders will be honored 
as they are received. 


WHOLESALERS SALESMAN 


A McGraw-Hill Publication 
330 West 42nd Street New York 18, N. Y. 
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A 612 PAGE BOOK f / 
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or of this book reproduced here is not strictly "on the beam" . . . It should be bright orange, blue and blac 
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PAGES fromj307 MANUFACTURERS 


The 1944 E-B-R 
Contains 


MANUFACTURERS BRIEFALOG SEC- 
TION — The condensed catalogs of 307 
manufacturers of electrical and allied 
products. In addition to vital informa- 
tion for planning, specifying and requisi- 
tioning, you will find listings of branch 
offices, warehouses, etc. 


CLASSIFIED DIRECTORY OF MANU- 
FACTURERS — Here for quick reference 
you will find company addresses and trade 
names, arranged by p oduct. Extensive 
cross-"eferences to help you find the eec- 
trical and allied products made by more 
than 3.500 manufacturers. Bold face list- 
ings are used throughout to indicate the 
pages where each manufacturer's product 
data is given. 


ALPHABETICAL INDEX OF TRADE & 
COMPANY NAMES — Complete with ad- 
dresses. Starting with only a trade name 
or a company name, you can thus quickly 
locate the product data you need. 


4 


NOTE: Distribution of E-B-R has no 
connection or relationship with sub- 
scriptions to any McGraw-Hill publica- 
tion. Every year E-B-R is sent to ap- 
proximately 30,000 large electrical con- 
tractors, electrical wholesalers, large 
industrial plants electric utilities, elec- 
trified railroads, mines, government 
services. 





HERE’S WHY! 


People who write in for copies 
of EB-R are frequently sur- 
prised to learn that the distribu- 
tion of the book has already 
been completed. ‘““‘Why adver- 
tise it, then?”’, they sometimes 
say. 


Here’s why: Once we send out 
the book we want to be sure 
that the recipients are aware 
of the usefulness of the prod- 
uct data they have, and that 
they use it frequently. So we 
tell them our story regularly, 
through advertisements such as 
this one. 











Electrical Buyers Reference 


McGraw-Hill Publishing Co., Inc. 
330 West 42nd Street, New York 18, N.Y. 
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> Briefalogs are the modern method of cataloging, 


with condensed descriptions and specifications 
on products, plus branch offices, distributor and 


warehouse addresses for quick follow through. 


The latest up-to-the-minute data at your finger- 
tips! 


Things are happening so fast these days. . . prod- 
uct changes, new materials, etc. ... even the 


most complete catalog file can be out of date. 


Right now, when you're busiest, this new 1944 
Electrical Buyers Reference can be so useful! 
Larger and with more product data than ever 
before in its history, it gives you a wealth of 
information that you need every day ... all sub- 


stantially and attractively bound in one volume. 


You'll be surprised when you discover how 
much time you can save by referring first to the 
compact, comprehensive 1944 E-B-R. There just 
isn't anywhere else that you can get the latest 
product data of over three hundred manufac- 
turers of electrical and allied products so 


quickly. 


Put E-B-R to work the moment it lands on your 
desk. Keep it within arm’s reach through ‘44. It 


will save you time and money! 
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For lighting war plant 
OFFICE or DRAFTING ROOM 
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...a@ fluorescent unit made from WOOD! 


LEASING to look at, “tops” to see by, and built avoid ceiling contrasts. This makes it especially 
for service ... that’s the ADMIRAL! It is a effective for work that involves critical seeing or for 
natural for lighting essential office or drafting room. relighting older office space which has poor ceilings. 
Tell your customers! Walnut finish outside, white enamel inside. Comes 


in 2, 3 and 4-lamp units. Write us for details that 


Made largely from wood, the ADMIRAL con- will help you serve your customers. 


serves war material and meets WPB limitations on 
use of metal. At the same time, it provides efficient. 
high intensity, diffused fluorescent light to help 


. : HELP PREVENT INDUSTRIAL 
handle wartime paper work faster, with less eye- 


; ACCIDENTS . . . GUARD MOV. 
strain. ING PARTS . . . HAVE GOOD 
The ADMIRAL puts 90% of its light down on desk oa 





tops or boards and allows the rest to go upward to 


THE F.W. Wakefield srass company 


CIO RTI ea) al) et) sa eT 
VERMILION, OHIO 
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When, Oh When... 
Uniform Catalog Numbers? 








Greatly increased sales efficiency 
would result from uniform cata- 
loging of standard electrical 


items, this wholesaler believes 


6466 DDENDA’ is a word much 
in demand these days,” 
said Don D. Demick, pur- 

chasing agent of the Home Electric 

Co., Tacoma, Washington. 

“Committees, august bodies, con- 
gressional investigators and so on, 
use it frequently as referring to 
things they have on the list to do 
when they get around to it. Strictly 
speaking, an addendum is an appen- 
dix. These are times of confusion 
and hectic activity, but even at that, 
there is an addendum that I feel 
called upon to mention that is in a 
highly inflamed state and needs at- 
tention badly. It should be placed 
near the top of the list of things to 
be looked after in the way of post- 
war planning. 

“T refer to the lack of uniformity 
in manufacturers’ catalog numbers 
covering items that are physically 
similar. Every manufacturer has 
his own individual number covering 
each item. It took the demands of 
war to bring forcibly to the attention 








Don D. Demick 


of everyone the terrific expenditure 
of man-hours necessary in thumb- 
ing through pricelists and catalogs 
just to translate one of these num- 
bers in terms of the others. Pur- 
chasing agents and clerical forces 
of buyers and wholesalers cannot 
carry all these numbers in their heads 
so, how could a wholesaler’s sales- 
man. They must look up and look 
up thousands of times a day—yes, in 
the aggregate millions of times—to 
make these translations. 
Would Simplify Procedure 


“What the buyer is after, is the 
device or item which will do a cer- 
tain job and he orders it by some 
one particular number. Suppose it 
is a Jones Fitting #726 and the 
wholesaler can’t get that. The ques- 
tion then is: ‘What and whose num- 
ber can I get that has everything the 
Jones number has?’ Then comes 
riffle, riffle of pages, the reading of 
descriptions, specifications and sizes, 
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until finally the substitute is found 
How infinitely simpler it would be 
if we could just say to ourselves: 
‘We can't get Jones +726 but have 
the Smith #726—we'll put that in.’ 

“There are, to my knowledge 
only, three lines where uniform cata- 
log numbers now exist and those: 
have been found to be shining exam- 
ples of time-saving in this respect. 

“What a fine thing it would be 
if all manufacturers could adopt uni- 
form catalog numbers for similar 
items, each putting his company ini 
tials before the numbers to distin 
guish his brand; that is, at least the 
everyday bread and butter items in 


the book. I realize that this would 
entail a lot of work in the initial 
change-over, nevertheless, that is my 
addendum and | stick to it. In the 


long run, I believe everyone would 
be benefitted in peacetimes as well 
as wartimes, and if the change-over 
were accomplished we would all look 
back almost with horror at the tangle 
which now exists.” 
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The precision, high quality, and finer appearance which distinguished 


Conduit Nipples in time of peace now make them especially vital on 


every important war-time job. Hot dip galvanized . . . Underwriters’ REPRESENTATIVES 
labeled . . . priced right. A constantly increasing number of jobbers IN 
are rounding out their stocks with this and other genuine Conduit PRINCIPAL CITIES 


Pipe Products. 


WHOLESALER’S SALESMAN — January 1944 













1944 











Salesmen’s F 


ox-hole Tales 


From the Wholesaler’s Battle Front 





A “Price Ready” System 
Helps to Land Orders 
On Any Major Job 


\ routine religiously adhered to 
by H. L. Vincent, wholesaler’s sales- 
man of Spokane, Wash., has helped 
him materially in securing business 
through contractors on government 
housing projects and those of the 
L. S. Army Engineers, though it 
has entailed a great many overtime 
hours on his part. 

In the case of these two types of 
projects there are no extra sets of 
plans available. The only way that 
ie salesman can have access to the 
plans is to go to the general con 


tractor and get permission to study 
them in the contractor's office. This 
Vineent does as soon as the plans 


are available. 


He then sits down with the plans 
and takes off a complete list of all 
the electrical materials. This list 


must be complete and accurately 


made, and it is often the case tha! 
this work must be done evenings 


\ {8 hour 
him when he 


Saturdays and Sundays. 
week is too short for 
has a project on. 
more than 


Sometimes no 
ten days elapse between 
receipt of the plans by the general 
contractor and the date bids are to 
be called. 

Having taken off the list of mate- 
rials, they are tabulated and then 
typewritten by his secretary who 
makes a number of carbon copies. 
The list as prepared by him con- 





When no extra sets of plans are available, H. L. Vincent obtains permission to 
study plans in contractor’s office, takes off a complete list of all electrical 
materials, tabulates them, and then has his secretury make a number of type- 
written copies. 


tains only the items and prices,—no 
quantities. He then gives a copy of 
his list to all the qualified contrac- 
tors in his territory who will be 
bidding on the job. 

By this time the sub-contractors 
have received their plans and are 
taking off their quantities and labor 
requirements. By getting started 
early and working fast, Vincent gen 
erally gets his list to the electrical 
contractors before they have their 
quantities and labor calculated. As 
soon as they have their part done 
his prices are there waiting to be 
applied in making up the bid. 

There is little doubt that the 
salesman doing this kind of a job 
is bound to get consideration, and 
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a a et eee es oat 
other things being anywhere near 


equal he should have a_ better 
chance of having his materials speci- 
} 


fed and eventually ordered by the 


contractor. This is especially true 
where time is short and the con- 
tractor himself must work overtime 
to get his bid in under the wire. If 
after the contractor gets his quan- 
tities all listed and his labor calcu 
lated he has then to wait while he 
sends his list to the wholesaler to 
be priced, valuable hours may be 
lost. Vincent’s prices are invariably 
ready and waiting. 

Vincent says that the main re- 
quirement is to make the list com- 
plete and accurate in every detail. 
\nd one point to remember is to go 











FOR SALES MANAGERS... 


who need ALL the facts for postwar planning 


Sales forces to be rebuilt ...cus- 
tomer relationships to be re- 
developed ... new markets to be 


cultivated... 

A task of truly challenging pro- 
portions faces the man who is re- 
sponsible today for tomorrow’s sales. 
A job that could get out of hand, 
unless he possesses the means of ob- 
taining a constant flow of up-to-the- 
minute facts to guide him in an- 
alyzing, planning and coordinating 
with accuracy and speed. 

In ‘3 Ways to Build Sales in 
Post-War Markets’’ we present the 
methods that many of the nation’s 
most successful executives use to 
obtain these facts. This new bro- 


SYSTEMS 


chure shows how you can maintain 
the three major elements of admin- 
istrative control you want most 
control of individual accounts, con- 
trol of salesmen’s performance and 
the master summary control of 
branch office operations that pic- 
tures at a glance the over-all status 
of your business. 

This instantaneous picturization 
of facts, not in isolation but in true 
and revealing relation to one an- 
other, is achieved with Graph-A- 
Matic, an exc/usive signaling feat- 
ure of the Kardex Visible System 
of Sales Control. Kardex gives you 
charted facts—and operating costs 
are as much as 50% lower! 


DIVISION 


REMINGTON RAND 


BUFFALO 3, NEW YORK 
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MAY WE SEND YOU—free of 
obligation—a copy of thisimportant 
and helpful brochure? A wire or 
phone call to our nearest Branch 
Office, or the coupon below, will 
bring this valuable study to your 
desk. One of our Systems and Meth- 
ods Technicians is available to dis- 
cuss the application of these methods 
to your requirements. 


Get your 





free copy 
TODAY 


| REMINGTON RAND INC. 
| Buffalo 3, New York. 


Kindly send me a copy of your new 
brochure “3 Ways to Build Sales in 
Post-War Markets.” 
ND cccicsninieananinstenciiten 
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over the change sheet or sheets 
carefully before starting to make 
up the list. This may save a lot of 
work revising the list, as would be 
the case if the change sheets were 
stumbled on after the list was all 
done. 


Fiuorescents and 
Meat Price Ceilings 


“Here's a thought for all sales- 
men who have meat packing 
in their territories,” said N. E. 


ylants 


Shields, salesman of the General 
Electric Supply Corp., Spokane, 
Wash. 


“Recently, we got an inquiry 
from a meat packing plant for a 
more satisfactory lighting system 
or their cold storage room, which 
is about 100 ft. by 150 ft. When I 
got there I found out why. The meat 
must now undergo government in- 
spection in order to grade it for 
establishing price ceilings. 

“All of us know that the ordinary 





V. E. Shields, salesman of the General 
Electric Supply Corp., Spokane, Washing- 
ton, tells how price ceilings in the meat 
hacking 


business can increase lighting 
ales. 


ighting 


installation in such places, 
onsisting of a few incandescent 
amps oi yellowish tinge, is put in 
ust t 
et around. 


» enable the men to see and 
3ut it certainly does 
ot show up the meat to advantage. 
Naturally, for the purpose they now 


had in mind, I figured a fluorescent 
system for the room, which would 
show the meat in its natural colors. 
This would make the job easier for 
the inspectors and would result in 
the meat putting its best foot for- 
ward, so to speak, instead of penaliz- 
ing it as with the old lighting sys- 
tem. 

“I confess that this price ceiling 
business, coming rather suddenly, 
did not register at once as some- 
thing to effect lighting sales. The 
packing plant officials had to think 
of it first and make the inquiry. 
But when the matter was once 
brought up it may be presumed that 
I lost no time in suggesting the 
same thing to other packing plants 
in my territory.” 


X-raying Every Order 
Keeps You “On the Beam” 


“One of the 
wholesaler today is to visualize in 
the back of his mind the origin of 


pr¢ yblems of the 


the orders that come in over his desk 
said W. C. Sanders, 
service supervisor of a Northwest- 


every day,” 


‘Bear in mind, 
we are not selling materials these 
times. We are trying to get mate- 
rials and to spread them thin and 
where they will do the most good. 


ern wholesale house. 


“So, what is the origin of these 
Who and what are back of 
them? How important is this one or 


orders? 


that one—how necessary to the war 
effort? To what extent shall we go 
to get this one filled, with materials 
so very scarce? How far dare we go 
in disregarding that one, or in using 
our personal judgment in holding it 
back and pushing others ahead? Size 
or value of an order do not dictate 
its importance these days. What is 
the need? That is the question. 

“For example. An order came in 
for a large quantity of radio tubes, 
with two types indicated. The cus- 
tomer was anxious to know which 
type he would be most likely to get 
deliveries on for the duration, and 
would take that one. 

“It would have been easy to have 
made a snap decision and shipped 
one or the other at once. But, ‘What 
is the need?’ That should be deter- 
mined. 
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“The first step was to wire the 
factory, and when no immediate re- 
ply was received, that in itself could 
be taken as uncertainty of delivery. 

“We then wrote the customer to 
let us know how 
That is; 


could 
would he rather we 


long he 
wait. 





w. ©. 


Sanders has reasons why every 
wholesaler should check the origin of 
every order that comes in over his desk 
before going ahead with it. 


would take a little time and gather 
all the facts we could as to which 
type would carry the greater assur- 
ance of continued delivery, or did 
he want us to pick one on more or 
less of a gambling chance. Presently) 
the answer came back, which was 
to get the most information possible. 
\ssurance, in other words, was of 
more consequence than speed on 
the first delivery. 

“This particular order had a hint 
in it that the customer did not know 
exactly what would be best for him 


It indicated that no matter what the 
stress of present conditions we 
should take the trouble to go into 
the matter and make every effort 
to serve him properly. Many orders, 
however, do not contain such a sug 
gestion. But somewhere in them 
you detect, by a sixth sense or per- 
haps war-time sense, that something 
does not ring true. There is some- 
thing that calls for clarification. In 
that case, take the time to get to the 
bottom of the matter. Speed is es- 
sential these fast moving times, but 
not to the extent of making any false 
moves, even if the customer” would 
be the one to blame.” 
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Let Leen 


SPERO U. R. C. 


GET THESE ADVANTAGES OFFERED 
IN THE NEW U. R. C. DESIGN 


—Tests show 16 foot 
candles per watt per square foot — evenly 
distributed. 


—Resulting from 
specially developed prismatic, diffusing glass 
panels. 

—Providing instant lighting 
without starter. At slight extra cost. 
—Engineered for 
most efficient light distribution. 


—For pendant 
type, flush or continuous row mounting. 


Glass panels readily re- 
moved for cleaning and servicing lamps. Wiring 
channel easily accessible from below. 


—Meeting “Better Light— 
Better Sight” requirements, and conforming to 
the latest W.P.B. limitation order on use of metal. 
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URC-448 


FLUORESCENT FIXTURE 


IDEAL FOR ALL TYPES OF 
COMMERCIAL INSTALLATIONS 


This new unit was developed by the Utilities Research Commission to 
meet the demands for a fluorescent fixture complying with WPB’s 
Limitation Order L-78, at the same time providing a highly efficient 
shielded light source and approaching natural daylight, with all 
objectionable glare and shadow eliminated. 


Its attractive lines and scientific engineering make it ideally suited to all 

types of commercial installations. The four 40 watt lamps are shielded by 

translucent diffusing glass panels on bottom and sides. The same fixture is 

adaptable to pendant, flush and continuous-row mounting. Available with 

Spero “Insta-Lite”— for instantaneous starting and reduced maintenance. 
LIST PRICE 


Less Tubes $39.95 eee oe 


With SPERO INSTA-LITE $51.95 
West and South $55.95 
For Pendant Type Mounting, add $1.75 


Write today for descriptive literature 


a. 
— CONTINUOUS 


THREE TYPES OF MOUNTING WITH THE SAME FIXTURE 


THE SPERO ELECTRIC CORPORATION 


e222 CBRE eee: | hl Kk 


CLEVELAND,.OHIO 
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Recent 


WPB Orders and Revisions 





Appliance Advisory 
Committee Formed 


An Appliance Industry Advisory 
Committee has been appointed by 
the War Production Board accord- 
ing to recent communication from 
Washington. It is reported that 
the first meeting will be held in Janu- 
ary, but the personnel of the com- 
mittee had not been announced offi- 
cially at the time of going to press. 


Class B Product List 
Direction Issued 


Through its recording secretary, 
J. Joseph Whelan, the War Produc- 
tion Board issued recently the fol- 
lowing direction pursuant to CMP 
Regulation 1: 


(a) The “Official CMP Product 
List’ contained in “Products and 
Priorities,” which will be published 
monthly by the War Production 
Board, is the only authorized list of 
Class B products and Class A Civil- 
an Type End products. The “Offi- 
cial CMP Class B Product List and 
Class A Civilian Type End Product 
List,” dated May 15, 1943 will no 
longer be used. 

(b) Any office of the War Pro- 
duction Board can answer questions 
as to the classification of a product 


under the Controlled Materials 
Plan. 
(c) “Products and Priorities” 


will be available for inspection at 
ll offices of the War Production 
Board. A person wishing copies 
or his own use may get them by 
lacing a subscription with the 
Superintendent = of 
Inited States Printing 
Washington (25), D. C. Subscrip- 
ion rates are: one year $2.00 ; 
ingle copies—20 cents, payable in 
dvance. 


Documents, 


Office, 


Construction Order L-41 
Analyzed by Wholesaler 


The new L-41 order governing 
new construction, maintenance and 
repairs, has been considered by some 
wholesalers as quite complicated be- 
cause of cross-references to CMP-5 
and 5-A. 

In order to assist wholesaler mem- 
bers in their operations under this 
order, the Chicago Electrical Whole- 
salers Association, through director 
A. J. McGivern, has prepared thx 
Although pre- 
pared by the association, it was re- 


following analysis. 
viewed and approved by the local 
Chicago WPB office before being 
released to member wholesalers. 
Through the courtesy of CEWA, it 
is printed herewith: 

“Order L-41, November 1, 1943, 
provides for changes which all of us 
should understand. This 
should be studied in connection with 
Reguiations 5 and 5A for they cover 
related problems. 

“Maintenance and repair means 
sound upkeep of installations as they 
were. Any extention or improve- 
ment is classified as new construc- 
tion. 

“Regulation 5 provides for the 
sound maintenance and repair of all 
business properties, and 5A _ for 
similar repairs to public institutions. 
Owners may initiate MRO priorities 
for the material that they require 
subject to the quantity restrictions 
provided in these orders. 
of buildings listed in Schedules | 
and II of these regulations may initi- 
ate priorities for all electrical con- 
struction material and supplies that 
they need for repairs and maifte- 
nance. Owners of properties that fall 
in classification (iii) of Regulation 5 
may initiate MRO, AA-5 priorities 
for all electrical material with the 


order 


Owners 


exception of copper wire. 
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“In addition to maintenance and 
repair material, manufacturers who 
10,000 


square feet or more, and who are 


will have a floor area of 


g products not listed in 
Schedule A may initiate MRO pri- 


orities for minor 


producing 


‘apital additions 
not to exceed $500 excluding the 
cost of labor. 
material for minor capital additions 
up to $100. f 
one complete capital addition, and 
such purchases may be repeated as 


Hospitals may buy 


These amounts are for 


often as required so long as the 
total of maintenance and repair ma- 
terial and minor capital additions do 
not exceed the quantity restrictions 
specified in Regulation 5. 

“All other construction that is 
permitted without permission must 
be limited to the values specified in 
Regulation L-41. 
made for priorities for such limited 


No pr‘ Vision is 


construction. If priorities are re- 
quired, they must be obtained by 
PD-1A applications, by approval of 
County War Boards, or 
applications provided for 


by other 
various 
tvpes of construction. 

“All persons wishing to start con 
struction involving amounts greater 
than those specified in L-41 must 
apply to WPB for permission for 
such construction and also for any 
priority that may he needed. Sched- 
ule C of L-41 outlines the various 
application forms and procedure. 

“The responsibility of the elec- 
trical wholesaler is only to have the 
proper priority before deliveries are 
made. He, however, is responsible 
if he knows that any regulation is 
being violated, and he has the further 
duty to assist his customers on all 
priority matters. You will see that 
these regulations do the difficult 
thing of providing for the safe up- 
keep of all buildings while conserv- 
ing critical materials.” 


























END OFFICE FATIGUE! 









“A STEP AHEAD* 


LEADER 


ELECTRIC MFG. CORP 


GL-240 mounted in continuous run 


@Improved lighting conditions have 
proved, by test, to materially increase effi- 
ciency. The GL-240 Glass Enclosed Louver 
Unit was designed and produced by 
LEADER to make fine lighting available 
for institutional and office applications. 
These lights are recommended for hos- 
pitals, schools, stores, etc. They are 
architecturally suitable for the modern 
trend in decoration. 


Specialized Production 


ZIU-240 Closed End 


Industrial Unit a 
if = 
x 


@ LEADER engineers have designed and 
perfected this ZIU-240 Luminaire to meet 
the specifications and requirements for a 
fine lighting unit. It provides efficient, con- 
centrated light to meet the needs of high 
speed industry and provides the answer for 
all complex and specialized lighting prob- 
lems. The LEADER ZIU-240 offers utmost 
economy in initial cost and upkeep. 


Specifications: Length 51”. Width 135%” 
Height 7". Channel finished in gray baked 
enamel. Reflector finished in double coated 
baked white enamel reflecting surface. Top 
surface finished in baked gray enamel. Re- 
flecting factor app. 89%. Electric Supply 
Service. Underwriters Approved. Brick. HPF 
type. 60 cycle, 120 volt, A. C. Other volt- 
ages available on request. 


6128 BROADWAY 





80 


Specifications: Model No. GL-240——designed 
for two 49-inch 40-watt lamps. Newest ap- 
proved type high power factor ballast and 
replaceable starters. Overall length 49”. 
Overall width 10%". Height 744". Two 36- 
inch %” I. P. stems furnished as standard 
equipment. 110-125 volts, 60 cycle, A. C. 


operation. Wired complete ready to install. 
Adapted for installation in continuous run 
in either ceiling or pendant mounting. 






© Write for complete facts on 
our line and on our engineeri 
service which is available with- 
eut charge. 


LEADER ELECTRIC MFG. CO. 


CHICAGO 40, ILLINOIS 








Copper Wire 
For Retailers 


New regulations governing the 
purchase of copper wire by retailers 
for retail sale, and amending the 
previous regulations, were issued by 
the War Production Board as CMP- 
9A. The following are the para- 
graphs which were revised: 

(d) How retailers can buy copper 
wire. A retailer who wants to buy 
copper wire may place an order with 
any supplier. If a retailer wants to 
buy copper wire under this regula- 
tion he should put on his order the 
following certification : 

“CMP allotment symbol V-3— 
The undersigned certifies subject to 
the criminal penalties of section 35 
(A) of the U. S. Criminal Code, that 
he is a retailer entitled under CMP 
regulation No. 9 to buy the copper 
wire covered by this order.” 

(e) How much copper wire may 
be bought. (1) Any retailer who 
was in a business on August 1, 1943 
which would ordinarily sell copper 
wire to the general public may order 
for delivery in any calendar quarter 
up to $50 worth of wire under this 
regulation. If he needs more, he 
should determine as accurately as 
practicable the dollar value of the 
copper wire which he sold as a re- 
tailer during 1941. He may buy 
under this regulation up to one-six- 
teenth of that amount in any quarter 
if this comes to more than $50. If 
it does not, he may buy up to $50 
regardless of his sales in 1941. Not 
more than 20 percent of the copper 
wire which a retailer has the right 
to buy may be heater cord, lamp cord 
and stranded flexible cord. 

(2) A retailer who has more than 
one store may compute the amount 
of copper he is allowed to buy under 
this regulation either on the basis of 
the total sales of all his stores in 
1941, or on the basis of each outlet’s 
total sales in 1941, depending on 
whether he purchases centrally, or 
separately for each outlet. 

(3) A retailer who ordinarily 
sells copper wire, but who bought no 
copper wire in 1941 may not buy 
more than $50 worth a quarter under 
this regulation, and a retailer who 
was not in business on August 1, 
1943 may not buy any copper wire 
under this regulation, unless the 
War Production Board gives per- 
mission to do so. Any retailer who 
wants to buy more copper wire than 
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this regulation allows, or who is not 
allowed to buy copper wire under 
this regulation, may apply by letter 
to his local War Production Board 
Field Office 


Fluorescent Order L-78 
Amended Regarding MRO 


The War Production Board on 
December 9th, 1943, amended Limi- 
tation Order L-78, Fluorescent 
Lighting Fixtures. The amend- 
ment involved only the addition of 
a paragraph: 

(c) Blanket MRO Ratings—No 
person may sell or deliver any new 
fluorescent lighting fixture to fill an 
order bearing a blanket MRO rating 
lower than AA-2. A “blanket MRO 
rating’ is described in Priorities 


Regulation #3. 


L-63 Amended 


Two changes to Suppliers Inven- 
tory Limitation Order L-63 were 
issued recently by the War Produc- 
tion Board. 

Paragraph (e) is changed to read 
as follows: 

“(e) Records and reports. Each 
supplier (other than those who are 
exempt under paragraph (b) (6) 
or (b) (7) must keep an up-to-date 
record of his total net monthly sales 
of supplies from stock, and his total 
inventory of supplies at the end of 
each month. He need not keep a 
separate record of his sales and in- 
ventory of each type of supplies. A 
record of his sales and inventory of 
all kinds of supplies in the aggregate 
will be satisfactory. In preparing 
his sales record he should use net 
selling prices, including sales from 
consigned stock and excluding direct 
shipments. His inventory record 
may be based either on book inven- 
tory or physical count. Inventory 
valuations must be at cost and must 
include consigned stock. The sales 
and inventory data required by this 
paragraph must be preserved for a 
period of at least two years, available 
for inspection by authorized repre- 
sentatives of the War Production 
Board. This record keeping plan 
has the approval of the Bureau of the 

Sudget pursuant to the Federal Re- 
ports Act of 1942. Subject to the 
approval of the Bureau of the Bud- 
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Silv-A-King “RLM” 
Standard Dome Reflectors 





Silv-A-King Victory” 
Fluorescent Units 


LIGHTING EQUIPMENT 


For Industrial Needs 


In spite of the heavy demands of war production, 
Silv-A-King—specialist in industrial lighting for close 
to a quarter-century—is regularly filling priority or- 
ders for both fluorescent and incandescent lighting 
equipment. Silv-A-King lighting units offer many advantages in over-all 








efficiency, easy installation and maintenance—and all equipment conforms 
to RLMeand other recognized standards for high quality and efficiency. 

Silv-A-King lighting service—which costs nothing extra—includes 
expert guidance in planning lighting layouts for maximum efficiency, 
flexibility, and economy. Why not discuss your lighting problems with a 
Silv-A-King engineer? And send for the complete Silv-A-King catalog today! 


BRIGHT LIGHT REFLECTOR COMPANY, INC. 


1031 Metropolitan Avenue, Brooklyn 2,N.Y. 


ic UNITS FLUORESCEN 
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INCANDESCENT 


SILV-A-KING makes Lught work FOR YOU 
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4H 


Today, Klein’s are serving on war fronts 
all over the world and on the industrial 
front at home. These tools, famous for 
quality since the first Klein plier was made, 


are aiding America to “‘finish the job.” 


Under war conditions, electricians, 
linemen, and users of good tools every- 


where are patriotically making 


their equipment last a little longer 


— give a little more service against 


ASK YOUR SUPPLIER 


Foreign Distributors: 
International Standard 
Electric Corp., New York 








the day when the Klein pliers they have 


always used will again be available. 


Postwar plans call for an extensive de- 
velopment of power and communication 
lines. All of this will mean a bigger de- 
mand for tools than ever before. Klein’s 
production of high quality tools in quan- 
tity for an America at war will be 
available to a peacetime America 


as soon as that war is won. 


Keeping tcols and equipment in good 
condition is important these days when 
tools are so vitally needed for war pro- 
duction. To aid in the care and proper 
use of tools, Klein has prepared this 
handy pocket guide which will be sent 
without charge to anyone interested. 


& Sons 


comes WO LE EN cen 


3200 





BELMONT AVENUE, CHICAGO 18, 


ILLINOIS 


| get, the War Production Board may 
| at any time ask for the submission of 
this data.” 
On List A, paragraph (4) is 
changed to read as follows :— 
“(4) Replacement parts specially 
designed to fit only one model and 
| brand of machinery or equipment, 
and adaptable to no other use: Pro- 
| vided, That in no event shall the sup- 
plier accept delivery of any such 
| parts where his inventory thereof is, 
or will by virtue of such delivery be- 
come in excess of six times his sales 
of such parts during the second pre- 
ceding calendar month.” 


Rejection of Orders 
Interpreted 


The War Production board 
through its recording secretary has 
issued the following interpretation to 
CMP 1 regarding the rejection of 
orders : 

(a) Paragraph (t) (3) of CMP 
Regulation No. 1 (Section 3175.1) 
requires a controlled materials pro- 
ducer to reject any order other than 
an authorized controlled material 
order, a sample order or an order 
which he is required or authorized 
to fill by the War Production Board. 
This provision does not require a 
producer to refuse to receive a piece 
of paper on which an order is writ- 
ten. It does require the producer to 
refuse to fill an order or schedule it 
unless it is an order which he is 
specifically authorized to fill. The 
order must be specifically rejected 
and the producer may either return 
the paper on which the 
written or file it, as he sees fit. In 
any case he must let his customer 
that he cannot schedule the 
order and that his customer should 
not expect delivery against it. 

(b) Customers who place with a 
producer orders which the latter is 
prohibited from filling cause an un- 
necessary increase in the volume of 
paper work. It is therefore sug- 
gested that purchasers should re- 
frain from placing unauthorized or- 
ders, even if they intend to validate 
the orders later. 

(c) While the placing of a deli- 
order before an allotment is 
received is discouraged, it 


order is 


know 


very 
is recog- 
nized that in certain cases customers 
will find it necessary to place orders 
before they have received their allot- 
| ments. This may happen, for exam- 
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ple, in the case of long-term con- 
racts extending beyond the period 
or which advance allotments have 
een made. 
ery order may be converted into 
an authorized controlled 
der either by furnishing a copy 
of the order conforming to the re- 
quirements of paragraph (s) of the 


In such a case, a deli- 


material 


regulation or by furnishing, in writ- 
ng, the requisite information clear- 


ly identifying the order and bearing 
the certification required by 
paragraph (3) of paragraph (s). 
Such an order must be treated as an 
authorized controlled material order 
as of the date on which the neces- 
sary information and certificate (in- 
cluding the allotment number) are 
received by the producer. 


sub- 


MRO Requirements 
Governed in CMP-9a 


A letter to WHOLESALER’S SALES- 
MAN from Gerald W. Weston, act- 
ing chief, electrical and mechanical 
repair section, Service Trades Divis- 
ion, Office of Civilian Requirements, 
explains the new CMP regulation 9a, 
as follows: 

This new regulation provides a 
new and easy way of buying copper 
wire and other controlled materials 
(copper, steel and aluminum) and 
assigns a blanket preference rating 
(AA-2 for industrial repair shops, 
and AA-3 for civilian repair shops) 
to buy other materials or products 
that require a rating. 

From this time on, very few re- 
pairmen will have to fill out any 
more PD-1A or CMP-4B applica- 
tion forms. This will save them con- 
siderable time and exasperation, and 
vill permit them to spend more con- 
structive time on their repair work. 

Electrical contractors and repair- 
men who do maintenance and repair 
work for factories and other kinds 

f businesses that are listed in Sched- 
ile I and II of CMP Regulations 5 
ind 5A, should use their customer’s 
reference ratings to buy other mate- 
ials and products that require such 
atings. This procedure applies to 
pecific jobs as they arise. 

Then, CMP Regulation 9A can be 
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INCUBATING THE MAGIC MOLD 
THAT SAVES SOLDIERS’ 


LIVES 


Penicillin . . . for our Armed Forces! 

This new miracle bacteria-killing drug 
is made from common mold. Its produc- 
tion, a difficult and delicate task, starts 
with the culture of mold in bottles. Care 
and skill are essential in every step of 
its cultivation. It must be “harvested” at 
a given moment. 

Proper illumination is a vital part of 
this life-saving process. And here again, 
Goodrich lighting equipment is answer- 
ing the call. 

Designed specifically for use in narrow 
aisles, the Goodrich Stocklite uniformly 
illuminates racks from top to bottom for 
careful inspection. The Goodrich Stock- 
lite is widely used in 
essential war industries. 
Write for your copy of 
Stocklite Bulletin 91. 





Sold only through Electrical Wholesalers 


OODRIC 


ised to buy materials for civilian and 
mmercial jobs, as well as repairs 


OF 226.8 S$ | 


COMPANY 


) 2-2 3S 


ELECTRIC 


ALL - 2S Bae ae 
GENERAL OFFICES AND FACTORY: 4610 BELLE PLAINE AVENUE, CHICAGO 41, ILL. 





) major and minor appliances and 
idios. 
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LIGHTING UNITS 






eceemeummnansnenmmmenmre 


ADJUSTABLE PORECLAIN 
ENAMELED FLOODLIGHT 





No. 1184-M 
RLM THREADED 
DOME REFLECTOR 





% QUAD Lighting Units have unlimited possi- 
bilities . . . for good business and good lighting. 


The stress placed on specialized lighting today 
demands the most modern and most flexible 
lighting units—QUAD Units fill the bill for these 
requirements, no matter how exacting. Be ready 


for any industrial or commercial lighting job with 
QUAD Units. 


QUAD—for today and for tomorrow— 


QUADRANGLE MFG. COMPANY 


M1514. of Jucandeicent aud "Dluoreicent Lighting Equupmend 
32 $0. PEORIA ST. CHICAGO, ILL. 








News 


(Continued from page 27) 





and two years later became salesma: 
serving North Mississippi, West Ten 
nessee, and Arkansas territory. I 
1939 he was transferred to Graybat 
Atlanta, as manager of the outsid 
construction department, a position h 
held until his recent appointment. 


Better Light Makes 
Post-War Program 


\n expanded program of public edu 
cation on the relationship of Light and 
Sight for the post-war period has beet 
prepared by the National Better Light 
—Better Sight Bureau, according t 
H. P. J. Steinmetz, chairman. 

Two committees are being appointed 
to prepare plans, programs and ma 
terials for availability to the lighting 
industry. One is the Home Lighting 
Planning Committee, the other the 
Commercial and Industrial Lighting 
Committee. 

“We are confident that out of the 
deliberations and recommendations of 





H. P. J. Steinmetz 


these two committees, “Mr. Steinmet: 
stated, “the Bureau will be able to pre 
sent to the lighting industry sugges 
tions and materials for the greatest 
educational drive on Better Light— 
Better Sight in the history of th 
industry. 

“The unprecedented activities in al 
classes of building, rehabilitation an 
improvement already proclaimed b 
government agencies, industry an 
social organizations of all kinds indi 
cates a tremendous market for bette 
lighting,” he said, “and the need for 
better public understanding and appre 
ciation of better seeing is more impera 
tive than ever.” 
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. 
New Appointments at 
~ | Roebling’s Sons Co 
. 

Stuart E. Yeaton, a native of Seattle, 
lal Wash., has been appointed manager of 
en sales of the electric wire and cable 

fF livision of the John ¥ Roebling’s 
al Sons Company, Trenton, N. J. He 
id has been with the company since 1934 
h when he was graduated from the Uni 
versity of Washington. From 1941 to 
du 
int 
Pel 
on 
tec 
na 
ing 
ing 
the 
ing 
the 
of 





S. E. Yeaton 














neti 

pre 

ges G. K. Hayes 

ites 

ht— 

th 1943 he was assistant to the president 

the California Corporation of the 

1 all § Roebling Company at San Francisco. 
an Since May 1943 he has been in Tren- 
by ton as manager of sales of round, flat 
an wire and specialties. 

indi G. K. Hayes has been made assistant 

ette unager of the Cleveland branch of 

or the Roebling Company. Mr. Hayes 

ypre s been representing the company for 

era several years as a salesman out of the 





eveland office. 
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SAA THAT LASTS. 


Instant availability, quickness and ease of installation have been 
major factors in the widespread use of Latrobe Products. Since 
Pearl Harbor they have served the war effort extensively in gov- 


ernment projects and production plants throughout the nation. 


Their high quality an- 
swers lasting service, 
but the big thing just 


now is the time and 





labor-saving their use 
: : No. 625 Latrobe 
No. 100 Non-Adjustable makes possible. Conduit Bender 
Watertight Floor Box 


Here is a bender that will not 


with No. 206 Nozzle kink the conduit, nor will it slip. 

Made of ‘‘Tuf-A-Loy”’ steel. Re- 

Used as telephone outlet or versible jaw. Guaranteed against 
junction box. Iron box body, breakage. 


Y, in. round brass cover 


3 
plate. With or without steam 
nozzle. 





Keystone 
Bull Dog Fish Wire 


Insulator Support 


Tempered flat steel 
if ‘ wire of excellent 
Convenient and effi- grade. Ten sizes. 
cient for fastening Coils of 100 ft., 
porcelain and glass in- " 150 ft. and 200 
Sulators to exposed Adjustable Gang Box ft. Also special 
steel framework. 





Designed for quick installation—and to lengths. 
give lasting service. Minimum height 

to top of cover plate 342 in. Box 

bodies 3 in. high. 


Catalog of Latrobe Products will be sent upon request 












FULLMAN 


MANUFACTURING CO. 
LATROBE, PA. 


EASILY 
INSTALLED 


ECO- 
NOMICAL 














Did they tell? 
Not by a bombsight! 


For many years, we have kept a sizzling secret. It was five years be- 
fore Pearl Harbor that Robbins & Myers first went to work making 
automatic pilots and electric motors for the Norden Bombsight 
System! 





* Our men and women have done a loyal job, keeping that secret. 
It can be told now because even those insidious imitators, the Japs 
and the Nazis, couldn’t build a Norden Bombsight in two years if 


they were given the blueprints today. 


* That’s where the real secret lies—in the incredible accuracy of 
American machine tools and production methods. But that isn’t 
really a secret—that’s America! 


* Do you want to get “on target” with any problem involving 
electric fans? If you need repair parts for R & M Fans—or want 
complete repair jobs done for you—get in touch with us, or the 
nearest R & M branch office listed below. 


ROBBINS « MYERS Wonc. 


SPRINGFIELD, OHIO «+ Branch Offices in: 


NEW YCRK, 200 Varick St. CHICAGO, 2400 W. Madison St. PHILADELPHIA, 401 N. Broad St. 

KANSAS CITY, B. M. A. Bidg., Room 325, 215 Pershing Rd. SAN FRANCISCO, 237 Rialto Building 

NEW ORLEANS, 116 Arlington Dr. DALLAS, 1100 Cadiz St. 
THE ROBBINS & MYERS CO. OF CANADA, LTD., Brantford, Ont. 
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Prizes Given For 
Post-War Plans 


War bond prizes for the best sug 
gestions on the development of elec- 
tronic devices for post-war use in the 
field of municipal signalling, were pre- 
sented by the Hudson American Corpo- 
ration at the recent International 
Municipal Signal Association War 
Conference at Cleveland. 

The first prize was given for the 
design of a walkie-talkie radio set for 
use by firemen inside burning build- 
ings. It utilizes a throat microphone 
in order to leave the operators hands 
free. The prize of $100 went to Mr. 
Clement Wetmore, superintendent of 
fire alarms, Hamden, Conn. 

The plans for a chain of mutual 
aid radio stations to be established on 
a national basis in selected fire-control 
centers, etc., brought a second prize 
of $50 to H. A. Friede, Washington, 
D. C. 


10th Anniversary 
For Hallicrafters 


The Hallicrafters Company, Chicago 
manufacturers of short-wave radio 
communications equipment, recently 
celebrated its tenth anniversary. 

In the two years since Pearl Har- 
bor, the Hallicrafters Company has 
produced more than $44,000,000 worth 
of short-wave communications equip- 
ment for the armed forces and for 
lend-lease. The company received the 
\rmy-Navy Production award last 
vear and now has two white stars on it. 








HOWARD F. JOHNSON, newly- 
appointed manager of branch sales, 
wire and cable department, United 
States Rubber Company. Mr. Johnson 
was western district manager prior to 
his promotion. 
































Wesco Elects New 
Vice-President 


= Burrell S. Manuel, Southern Cali- 
.. fornia district manager for the West- 





e nghouse Electric Supply Co., with | 
.- ieadquarters in Los Angeles, has been 
™ elected a vice-president of the company 
il by its board of directors. He succeeds 
ir R. J. Halterman, San Francisco, re- 
tired. 
le A native of Hannibal, Mo., Mr. | 
1: Manuel first entered the electrical in- | 
.. dustry in 1901 at Denver, Colo., with 
1e the Mountain Electric Co., agents for 
Is 
r. 
of 
al 
yn Be 
ol " 
fh 
Ze s 
n * 
t 
2 
' 
| 
| 
| 
20 
lio 
tly 
ir- 
as B. S. Manuel 
‘th 
P- the Westinghouse Electric and Manu- 
sd facturing Co. He joined the staff of | 


the latter company at Denver in Janu- | 
am ary, 1905. In 1918 he was transferred 
east to serve at East Pittsburgh then 
at Mansfield, Ohio. In 1920 he was 








bas sent to San Francisco where he was 
stationed until 1927, 
Mr. Manuel became district man- 
ager of the Illinois Electric Company | 
at Los Angeles in 1927 when that | 
company was acquired by the Westing- 
house Electric Supply Company. 
He is well-known throughout the WIRE 
Pacific Coast area and is a member of PLUG FUSES 
several civic and electrical organiza- 
eee, CARTRIDGE FUSES 
CORD ASSEMBLIES 
CHRISTMAS OUTFITS 
New Adv. Manager at 
. 
All-Steel-Equipment Co. at R O - £4 
Chris F. Tonne has joined the All ROYAL 
iris F. Tonne has joined the All- | —— 
teel-Equipment Company, Inc. of | 74 ELECTRIC COMPANY, INC. 
\urora, Ill., as advertising manager. | 
- Mr. Tonne was formerly advertising | 
es, nd sales promotion manager of Hough | A TUCKET. R. | 
ed hade Corporation, Janesville, Wis. | 95 GRAND AVENUE - PAWTUC ae 
seed He has been in industrial advertising | 
- and promotion for seventeen years. { 
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This gives you some idea of the difference in efficiency The Only Tool You Need 
and RESULTS—when you use the ultra-modern BRIEGEL (Costs just $1.25) 


METHOD of making thin wall conduit connections instead 
of many old-fashioned methods still on the market. 


You conserve critical steel—Briegel fittings are made with 25% 
less steel than any other fittings on the market. 


”" 


You save time—just two squeezes with the patented B-M “‘in- 
denter”’ (illustrated at right) and a smooth, clean connection is 
made. No extra turns or twists—no nuts to tighten. Up to 
50% saving on précious time! 


You save materials— 


Prompt Deliveries on ‘ewer items to buy 


All oo CN EVERY 
Properl db . 
P y ee Lar See 


Rated lal 
Orders! Distributed by 








es ee I aa ss doc cenaeesetbes , .Chicago, I. 
Clayton Mark & Co. ~ : Evanston, Il. 
Clifton Conduit Co. Jersey City, N. J. 
General Electric Co, Bridgeport, Conn. 
The Steelduct Co. Youngston, Ohio 
Enameled Metals s , ; Pittsburgh, Pa. 
National Enameling Mfg. a gape ee geese ....Pittsburgh, Pa. 
Triangle Conduit & Cable Co................ New Brunswick, N. J. 














Backed by the 75-year experience 
and the resources of Calumet & 
Hecla, Wolverine quality is now 
controlled right from ore straight 
thru to finished product. 

@ Our new address is Detroit 9, Mich 





Pedder To Handle 
Frigidaire Advertising 


J. F. Pedder has been named adver- 
tising and sales promotion manager of 
Frigidaire’s appliance division, Day- 
ton, Ohio. Mr. Pedder was formerly 
assistant advertising manager of this 
division. T. W. Markham, now on an- 
other assignment, will resume his for- 
mer position as advertising and sales 
promotion manager of the Frigidaire 
commercial and air conditioning di- 
vision. 


“Not Loaded” Ruse 
Traps Photographer 


The man whose photographs of elec- 
trical products and electrical people 
have been before the electrical and 
consumer trade for two decades, and 
who has achieved a reputation as an 
artist in such specialized work with 
the camera, is Howard Tesreau of 
General Electric, a photograph of 
whom is seen below. 

Only care sully planned strategy by 
his associates who placed him before 
what he believed was a camera empty 
of film, was this picture made of a man 
who is as camera-shy as he is camera- 
expert. 

lesreau is considered an outstanding 
leader in the art of using artificial 





Howard Tesreau 


light in photography, and many of his 
photographs of lamps, lighting instal- 


aS al ; 3 Am lations and lighting have been awarded 
& Abe CALUMET AND HECLA CONSOLIDATED COPPER COMPANY prizes. 

| laa nae WOLVERINE TUBE DIVISION a Incidently, he used to be a whole 
; ; Seomlegs Copper — Brass | saler’s salesman—in the photographic 
a 1425 CENTRAL AVENUE DETROIT 9, MICHIGAN supplies field. 

88 WHOLESALER’S SALESMAN — January 1944 























Oe 














NORMAN V. 
appointed district sales manager for 
the southern district for Hubbard and 


ARNTZEN, 


recently 


Company, Oakland, Calif. He will 
confine his work to Southern Cali- 
fornia and Arizona, with headquarters 
in Los Angeles. He has with 
the company since 1926. 


been 





Schroeder Named 
At Save Electric 


O. J. Schroeder has been 
vice-president in charge of manufactur- 
ing, equipment and engineering for the 
Save Electric Company. Mr. Schroeder 

participating in the company’s ex- 
pansion of Verd-A-Ray, 

o development 

Mr. Schroeder has to his credit sev- 


ul inventions on lamp-making equip 


appointed 


its new light- 


ent, many of them made 
th the Westinghouse Lamp Division 
Bloomfield, N * 


while he was 


Holds Post-War 
Planning Contest 


Employees of the Lincoln Electric 
( levelan h be iere ) 
planni iw conte i ya pu 

e the it] ng ol il] leas of em 

ees to assist management in the 

tur 


Prizes in the amount of $900 are of- 


ed and winners will be announced 


gust Ist, 1944. The subjects sug- 
ted for cover include: (1) Post-war 
ducts which the company is in a po- 


on to build and which are 
of its present 
th ds of 


along the 


endeavor, and (2) 


manufacturing such post- 
I Ae lucts suggested, or methods of 
acturing its present pr ducts. 


Junuary 

















ILLINOI 


ALL PORCELAIN WIRING 


For the customer, porcelain pro- 
tected wiring systems mean perma- 
nency of installation, economy, safety, 
dependable service where dampness 
and fire hazards are prevalent. 





Illinois all porcelain wiring systems 
are adaptable to practically all wiring 
plans and layouts—they are easy to 
install and can be installed without 
grounding. 


Porcelain is not a critical material— 
use it for your next installations. 










SAVES 
VITAL 
MATERIALS 


DO JOBS IN 
LESS TIME 
CUT 
MAINTENANCE 





SWITCH BOXES 
AND COVERS 





Bil iil Dog 


REGISTERED 


Look for this 


TOGGLE SWITCH 
PLATE Trade Mark 





COMPLETELY 
INSULATED 


SYSTEMS 








STANDARD TUBES 





STANDARD KNOBS 





CLEATS 


J; 


ILLINOIS ELECTRIC PORCELAIN CO. 


MACOMB, 


ILLINOIS 
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The interchangeable features 
of the P&S-Despard Line mean 
more than ever in these days 
of limited stocks. 


Just the thing for that next job 
—T-rated switches, double-grip 
outlets, pilots and accessories. 


Keep your P&S catalog handy 
—Send for a new one if yours 
is out of date. 


U.S. Rubber Assigns 
McDonald, Johnson 


New positions in the wire and cable 
department of the U. S. Rubber Com- 
pany have been assigned to Harold J. 
MacDonald and Howard F. Johnson. 

Mr. MacDonald has been put in 
charge of all jobbing with the title of 
Manager, Jobbing Sales. Mr. Johnson 
has been made manager of branch sales, 
with offices in New York City. 

Mr. MacDonald’s first position with 
the U. S. Rubber Company was at the 
sristol plant in 1920, following his 
honorable discharge from the U. S. 
Army. He was promoted to New Eng- 
land sales manager with offices in Bos- 
ton in 1921. He held this position until 
1938, when he was promoted to eastern 
district sales manager of the wire and 
cable department. 

Mr. Johnson started with the com- 
pany at the Bristol plant in 1922 fol- 
lowing his graduation from Brown 
University. In 1932 he was promoted 
to the position of office manager, wire 
and cable department, a position he 
held until 1936. At that time he was 
elevated to the position of western dis- 
trict sales manager 


REA Allots $53,000 


The Rural Electrification Adminis- 
tration recently announced allotments 
totaling $53,000 to three co-operatives 
in Texas and West Virginia. Admin- 
istrator Harry Slattery announced that 
no construction will be undertaken 
without WPB approval. 








PASS & SEYMOUR Inc. 
SYRACUSE,N.Y. 





IN CASE you haven’t met him, the 
WS cameraman took this shot of H. E. 
Bailey, manager of apparatus for 
Wesco at Seattle, Wash., seated at the 
corner of a remarkably clean desk. 


PLAN TO SELL 


Jobbers and dealers will find a luc- 
rative market in post-war homes 
for these new combination blower- 
and-breeze-fan ventilators. 


More adequate ventilation of game 
rooms, kitchens and bathrooms 
will be required than ever before. 
Air conditioning and forced draft 
heating will emphasize this need. 
“Blo-Fan” leadership will assure 
you profitable sales when home 
building is resumed. 


White fer folder giving you a pre- 
view of post-war “Blo-Fans.” Let us 
keep you abreast of new developments 


as they’re announced toward war's end. 















BUY U.S. WAR BONDS 


Mow! 
PRYNE & CO., inc. 


1245 E. 33rd ST. LOS ANGELES 


Branches (to be reestablished after war) 


SAN FRANCISCO - SEATTLE - CHICAGO - NEW YORK 
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1, 2, 3, 4,6, 8 pole interchangeable contact units. 


Latsochanassite contact units, 
1 to 8 poles, can be assembled in stand- 
ard plug shells and receptacle housings 
to make any desired unit to meet in- 
dividual requirements for any portable 
electrical equipment. The protected fe- 
male contact unit can be assembled in 
either plug or receptacle for safety in 
the line side of the circuit. Fusible 
types and units with one pole grounded 
are also available. 

Automatic bayonet lock with either 
manual or combination manual and 
automatic release protects equipment 
and wiring. Wide range of plug shells, 
receptacles, and cord connectors avail- 
able in the complete Triploc line, rat- 
ings up to 20 amperes, 250 volts D.C., 
460 A.C. Write for general catalog 1100 


giving complete listings 



































THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 


NAVY PROMOTION for “Joe” Al- 
len now makes him a Lieutenant (jg). 
Allen, who is on leave as western 
representative for WHOLESALER’S SALES- 
MAN, is with the Pacific Fleet as an 
instructor in the Amphibious Training 
Command’s Landing Craft School. He 
can be reached at 641-G Avenue, 
Coronado, California. 





; tr ical 


Jenuary 1944 — WHOLESALER’S SALESMAN 


J. P. Waters 
Joins Sylvania 


John P. Waters has joined Sylvania 
E‘ectric Products, Inc., as advertising 
manager of the lighting division. He 
was formerly assistant director of ad- 
vertising and promotion for the Arm- 
strong Cork Company. 


OBITUARIES. 





O. B. Chandler 


O. B. Chandler, branch manager for 
the Graybar Electric Company at Mem- 
phis, Tenn., died early last month at his 
home in that city. He was 54 years old. 

Mr. Chandler had been confined to his 
home for several days following a minor 
heart attack. A recurrence of the heart 
attack caused his death. 

Only one year short of completing 25 
years with Graybar, Mr. Chandler had 
planned to retire on reaching this anni- 
versary and had programmed the years 
of his projected retirement to 
hunting, fishing and resting at his hunting 
lodge on the White River in Missouri. 

Mr. Chandler was a graduate elec- 
engineer from the University of 
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PORTABLE ELECTRIC 
RECHARGEABLE 


HAND 


SEARCHLIGHT 








Demon- 

stration 

@ proves 

its true 
value. 


Provides 


DAYLIGHT 
VISIBILITY 
FOR NIGHT JOBS 
ond 


EMERGENCIES 


% BIG BEAM is in a class all by itself 

there is nothing remotely like it 
The light beam picks out objects over 
2,500 feet away—interchangeoble lens 
diffuses the same volume of light over a 
wider orea for close-up work. Hard wear 
does not impair efficiency and heovy 
duty bottery is shockproof. Bottery does 
not have to be removed from container 
for recharging, method is simple, clean 
and safe. Large industrial plants all over 
the country ore BIG BEAM users. Our 
NEW Catalog gives complete facts on 
all types of BIG BEAM Portable Electric 
Rechargeable Hand Searchlights and the 
Accessories send for a copy today. 
The time is right to get started on this 
profitable product. 


U-C LITE MFG. CO. 


11 EAST HUBBARD STREET 
CHICAGO 11, ILLINOIS 
















LINKS LOCKED INTO CIRCUIT 


NON-HEATING 
CONTACTS 


Keep Motors Humming 











100% Quality 
APPROVED BY UNDERWRITERS 
Mfgr's. Agents Territory Open 


WARE BROTHERS 


4420 W. Lake St. Chicago, Ill. 
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Missouri, and had entered Graybar 
shortly after returning from service with 
the Army Air Corps in the first World 
War. He was prominent in social and 
civic life in Memphis and the Mid-South. 
He was president of the Whitehaven 
Men’s Club, a member of the board of 
directors of the Lions Club, a member 
of the Engineers Club, and a Shriner. 


Association News 


CHICAGO—The Women’s Division 
of the Electric Association gave a 
Christmas dinner party December 14th 
in the Civic Opera Building. Mem- 
bers of the Electric Association gen- 
erously contributed a number of pieces 
of merchandise, War ‘Bonds and War 
Saving’s Stamps which were distrib- 
uted at the party. The evening’s pro- 
gram consisted of light entertain- 
ment and a “‘Santa’s Grab Bag.” 


DETROIT The Electrical Associa- 
tion of Detroit recently held a nomi- 
nating meeting to select candidates for 
the January election to the Board of 
Governors. 

\ resolution was passed by the Board 
of Governors at its last meeting stat- 
ing: 
of 


de eS 


“Be it resolved, that the Board 
Governors should and hereby 
create a new body known as the Ad- 
visory Council which shall comprise 
the three most recent past presidents.” 

This resolution explained to 
mean that any man capable of becom- 
ing president of this association will 
realize that it is a tough job—and 
that would keep him busy for 
four years and not merely one. 

With the Board of 
Governors, the Legislative Committee 
appointed Charles C. 


Was 


one 


nr F tha 
ipproval or the 


Chairman has 


Munroe a member of the Legislative 
Committee to fill out the unexpired 
term of Fred Ecclestone, now in the 
armed services 

KANSAS CITY—tThe Electric Asso 
ciation of Kansas City reported that a 
motion picture entitled “Deeember 
Sevent! howing the Jap attack on 
Pearl Harbor was presented at a recent 
luncheon meeting at the Hotel Presi- 
dent. This film recently was released 


by the Navy Industrial Incentive Divi 
i and was shown in cooperation 
National Scrap Drive. 

\ssociation’s 
was held 


The 


Party 


Christmas Stag 
December 14th at 
the Club. The time 
schedule until 9:00 the 
“get acquainted period”; 9:30 to 10:30, 
entertainment by dancers and singers, 
and 10:30 to 1:00 A.M., games. 


Ivanhoe Country 


- , 
was /:90 


as 


| starting out the New Year 


++ JUSTRITE! 


You darned betcha he is... with the 
best equipment (he’s using everything 
from locomotives to lanterns) that your 
bonds can buy. 


Make no mistake about it . . . he’s 
finding a hundred and one different 
jobs for his Justrite Lanterns on the 
roads to Berlin and Tokyo. 

“All well and good,” you say, “but 
what good does that do me?” 


Just this... when Joe gets home 
(and he will . . . victoriously) he'll be 
clamoring for things he’s learned to 
know, use and depend on. That means 
Justrite Service Viehts ... Penlights 
... Headlights and Lanterns. 


! 

! 

i 

I i 

! Justrite 

1 Twin-Bulb 
! Trainmen’s 
Lantern 

! 

Justrite Twin-Bulb 

i Safety Lantern 

’ 


TODAY... Justrite products 


(Oily Waste Cans—Safety Cans—Safety 
Filling Cans—and Lanterns) are avail- 
able on priority orders. They’re a profit- 
able, fast-moving line with safety features 
that are vital to personal safety as well 
as the war effort. Write today for in- 
formation. ; 


JUSTRITE MANUFACTURING COMPANY 
2078 N. Southport Ave., Chicago, Illinois 


BEE hecostn w Reacts = a 
SAFETY CANS FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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our 
TYPE P-100 

he’ Tip Dia. %” 

1e 8 Ship. Wt. 1% tbs. 
rent Equal to 1% Ib. 

~~ Old Style Copper, 

the 100 watts. 
‘but § 

'HEXACON 

ome 
1 be 
ito | ELECTRIC SOLDERING IRONS 
pans 
ghts 


Li boight! 


Less operator fatigue . . . easier 

manipulation . rapid, uniform 
heat — these are a few of the features 
responsible for the wide popularity of 
HEXACON electric soldering irons. 


Constructed for maximum operating effi- 
ciency, HEXACON heating elements are 
housed in damage-proof, hexagon- 
shaped barrels for protection from me- 
chanical injury. High heat alloy cores 
resist scale and prolong element life. 
Insulation breakdown tested for twice 
the requirements of the Underwriters’ 
Laboratories. . - 


WRITE FOR LITERATURE 


Descriptive bulletins, describing 
ve complete line of HEXACON 
lectric soldering irons, will be 
sent on request. 


? 








nS } 
HEXACON ELECTRIC COMPANY 


46 W. CLAY AVE., ROSELLE PARK, N. J. 


HEXACON 





DANY | 











MINNEAPOLIS—The Twin City 
Section of the Illuminating Engineer- 
ing Society recently gave a dinner in 
honor of its national president, 
Howard M. Sharp who addressed the 


Society on the subject of post-war 
| lighting. 
Pointing out first that the Society 


| are now being formulated. 


has developed a complete and actively 
functioning operation 
in the war effort, President Sharp said 
that with pride in this accomplishment 
the group need not feel any qualms 
in proceeding to the important task 
of developing post-war plans. One 
outstanding project in this program 
is a standard handbook on illuminat- 
ing engineering design for which plans 
Also under 
way is a motion picture on lighting as 
a production tool an educational non- 
commercial film. 


program for c¢ 


Plans under discussion also involve 
expansion of lighting specifications for 
residential, commercial and industrial 


| lighting equipment which will be made 


available to commercial organizations 
as a basis for certification programs 
somewhat in the manner used to de- 
velop the I.E.S. Portable Certification 
Program. 

\ tremendous post-war market in 
store, office, home and school lighting 
awaits final victory, said Mr. Sharp. 
Fluorescent lighting will be the domin- 
ant type of illumination, but incandes- 
cent fixtures will still popular, 
particularly in the home where fluo- 
rescent may be limited to applications 
in the kitchen, bath, laundry, work 
shop and other miscellaneous uses. 


be 


DETROIT—The Electrical Assn. and 
Industrial Engineering at- 
tended a recent Illuminating Engineer- 
ing Society meeting held at the Rack- 
ham Memorial. A lecture was given 
on the “ABC of Electronics” by D. E. 
Marshall of the Electronics Tube Divi- 


Society 





sion of Westinghouse. Mr. Marshall | 
gave a step-by-step explanatory talk 
on the nature and operation of the 


| vacuum tube. By means of blackboard 


| many uses today. 
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diagrams and simple analogies, he 
rendered a technical subject quite un- 
derstandable, and explained the work- 
ings of vacuum tubes in some of their 
He also displayed 
and analyzed some specimens of the | 
tubes. 


_ ERIE, PA. 


PASSAIC COUNTY, N. J.—The 
Passaic County Electrical League re- 
cently held a joint Christmas luncheon 
with the Essex Electrical League in 
the Elizabeth Room of the Hotel Essex 
House, Newark, New Jersey. The 
guest speaker was Dean G. Rowland 
Collins, Dean of the Graduate School 
of Business Administration, New York 
University, who spoke on “Christmas 


1943 and You.” 
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"It sure is 
HANDY=— 


to have ALL kinds 
in One Catalog!”’ 
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For any good Straight 
or Parallel Connector, 
see the COMPLETE l/ine 


These illustrations can only suggest 
the wide variety in the Penn-Union 
Catalog a complete line of 
Bolted Straight Connectors and 
Reducers ... Screw type... Split 
Sleeve type Shrink fit... 
Universal Parallel Clamps ... E-Z 
Connectors that take a wide range 
of conductor sizes, 
















>= 


Also . . . the most complete line of 
Service Connectors, Tee Connect- 
ors, Cable Taps . .. Elbow and 


Cross Connectors . Bus Sup- 
ports, Clamps, Spacers... Ground- 
ing Clamps, Terminal Lugs. 

Penn-Union connectors are the 
first choice of leading utilities, in- 
dustrials, electrical manufacturers 
and contractors—because they have 
found that ““Penn-Union”’ on a fit- 
ting is their best guarantee of 
Dependability. 


PENN -UNION 
ELECTRIC CORPORATION 
Sold by Leading Jobbers 


Conductor Fittings 








SWEET’S 
FILES 


for 1944 carry 
the story of 











TECHNICAL DATA AND 
PRICE INFORMATION 
SHOULD BE IN YOUR FILES 
~ ASK FOR IT-TODAY 


A list of users in industry would 
look like “who’s who” in war 
materiel production. Where glare 
exists, this new lamp is now ac- 
cepted as a necessity. Try it. 
Technical data and sample will be 
sent without obligation to you. 











REPLACES ORDINARY LAMP BULBS 





Electrical distributors selling 
lamps are invited to write us. Testi- 
mony of industrial users adequately 
supported by qualified scientific re- 
search assures turnover. 
tract renewals are simplified if you are 
“in'’. Sell Verd-A-Ray. It’s “V’’ Day 


now 


Lamp con- 


Incandescent Lighting - Here NOW. 


SAVE ELECTRIC CORP. 
TOLEDO 5, OHIO 


MORE FACTS 


ON PRODUCTS 





Communication Equipment — Reeves 
Sound Laboratories, Inc., of New York 
City has available a 12-page booklet 
entitled, “The  Millionth-of-the-Inch 
Girls,” that tells the story of quartz 
crystals and its connection with radio 
communications. The booklet explains 
that the women personnel of this com- 
pany are called “the millionth-of-an- 
inch girls” because of their work in 
grinding crystals to those fine toler- 
ances. 
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Conduit and Raceways—The Wire- 
mold Company, Hartford, Conn., pub- 
lishes monthly the “Wiremold Outlet” 
which contains news of the company’s 
personnel and up-to-date information 


on the company’s products. The No- 
vember 1943 Edition, Volume 2, Num- 
ber 9 is at present available upon 


request. 
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HANG IT 
RIGHT 


vitt PAINE 
PIPE STRAPS 


Available in 
50 Ib. Cartons 
100 Ibs. Bags 
on Low Priority 


GUARANTEED NUMBER OF PIECES TO THE POUND 
A FAST-TURNING SHELF ITEM 


For fastening thin wall pipe, BX, rigid conduit, 
and non-metallic sheathed cable. 
Made of uniform gauge Galvanized with 
rounded edges. Beaded for extra strength. 
14 different sizes in each style. 





Meet all Government specifications. 


THE PAINE CO. 
2952 Carroll Ave., Chicago 12, Illinois 
Offices in Principal Cities 


and HANGING DEVICES 
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NEW HELPFUL GUIDE he 
TO ANCHORING DEVICES | 


New book presents complete ; 
“know-how” story on all types 
of expansion anchoring de- 

vices. Fully illustrated. Com- 

plete installation instructions. Fire 


Handy reference on styles and publi: 


sizes for every anchoring need. Walt 
Yours without cost or obliga- New 
tion. culate 





and { 
iin hig 
lequip 
the K 
is the 


-~ 
a, Nt 


Write for your copy teday end 
ts on this depend- 
able line. 


complete 





ellie Velen 247. bile), | 
BOLT COMPANY 


2229 W. Ogden Ave. @ Chicago 12, Ill 





READY....| 


for Immediate| 


Shipment....| 


. Se a 1] 












_— 


JACKSON 


QUALITY 


YARDLIGHTS 


#8972 — 12” Porcelain Enameled Re- 


flector 


#8974 14” 
flector 


Wired Complete 
For REA Installations 


Sold thru Electrical Wholesalers 


Manufacturers of Industrial Lighting 
Equipment 


JACKSON im | 
ELECTRICAL COMPANY ddre 
900 W. Van Buren Street 
CHICAGO,7., ILLINOIS 





Porcelain Enameled Re- | 
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Electrical Fittings—In an 8-page folder 
\ L3, the Kolton Electric Manu 
ing Co. of Newark, N. J., de 
scribes, as well as illustrates, the com 
S»any's bus straps, terminals, cable lugs, 


mpings, etc. 


when «iting WHOLESALERS SALESMAN 


| }Electric Tool—Bulletin No. 247, pub 

. J lished by the Independent Pneumatic 

}Tool Company, Chicago, Illinois, con- 

tains complete details and illustrations 

E Hof the company’s new rivet driver, 
Mknown as the Thor “Riv-Driver.” 
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Fire Protection—‘High Pressure” is 
Ipublished every other month by the 
}Walter Kidde & Company, Inc. of 
iNew York City. Its purpose is to cir- 
iculate information on fire protection 
land plant safety; on new developments 
in high-pressure gases; and on various 
equipment manufactured and sold by 
ithe Kidde organization. Now available 
is the November 1943 Edition, Volunx 
2, Number 5. 
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e send details and 32-page illustrated catalog. 


m Name 
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COPPER TUBE 
L S (C (0) & PRODUCTS, Inc. 
SS LSS NSN CINCINNATI, OHIO a 





More in ‘44 


with 


For over a quarter of 
a century TRICO RE- 
NEWABLE FUSES with 
that “famous” powder- 
packed element, have 
been the choice of lead- 
ing electrical engineers 
—They must be good. 

Careful engineering 
and research, precision 
manufacturing methods 
and long experience, all 
guarantee the user of 
maximum protection 
and THREE TIMES THE 
SERVICE. It is the real 
reason for the constantly 
increasing demand. 
Costly interruptions, re- 
sulting from unneces- 
sary fuse blowings, are 
definitely eliminated. 

Satisfied users assure 
you of the repeat busi- 
ness — TRICO'S “Thru 
the Wholesaler’ policy 
protects your profits. 


For present and 
postwar profits 
... SELL TRICO. 


Milwaukee 


as \— 








FO COss TRICO FUSE MFG. CO. <SUISIES- 








500 WEST HURON STREET, CHICAGO, ILL. 


ITS OBJECTIVE: VICTORY 
ITS BY-PRODUCT: 
A Better World to live in; 
New Knowledge — New Products 


FILAMENT TRANSFORMER 
Designed for Continuous Service 
incurred in Communications 


* * * 








Jransformer Specalists Sruce l8GS 


ORIGINATORS OF TRU-FIDEL 


ITY AMPLIFIERS 




















































































And They ll Want 
One At Home, Too 


Now, Double-purpose Thermador 
Fan-Type Portable Electric Heaters 
are providing comfort and conven- 
ience in the Army, the Navy and 
war plants throughout the country. 

When Victory is Won, Thermador 
Heaters will heat cool corners, cool 
warm areas, dry clothes and hair 
in the homes of America. 

Aggressive dealers are featuring 
flameless, fumeless Thermador 
Heaters now to improve working 
conditions in war plants. Available 
on priority orders in portable or 
built-in types for use on 115-volt 
A. C. service, 1650 watts capacity 
—or 230-volt A. C. in capacities 
up to 5000 watts. 


Thermador also manufactures built-in Electric 
Heaters, Electric Ranges, 
Electric Water Heaters, 

and Radio Transformers. 


Write today for  \ 
Catalog WS-6. 





THERMADOR 

ELECTRICAL MFG. COMPANY 

SUP South Riverside Drive 
los Angeles, Calif 


Seven leagues Ahead 
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The MARKET For 


PROTECTING 


OVERWORKED 
ELECTRICAL EQUIPMENT! 










Capacity use is overtaxing much irre- 
placeable equipment. Littelfuses and 
accessories are vital protection. Many 
concerns are ordering new fuses 
throughout. 


LITTELFUSES 
INSTRUMENT LITTLEFUSES 


1/200 to 2 amps, 


For delicate 

equipment, gal- 

vanometers, radio 

: tubes, testers, 

8 AG Littelfuse metete. mune 
Locked Cap Assembly radio 


3 AG Under- 
writers Ap- 
proved, 16 
sizes, 1/100 





> 


\ lim 






3 AG Littelfuse to 8 amps., 
250 volts. 
teplaces bulky cartridge fuses or plug fuses 


and their mountings. Great space saver. 


Vr "aa 





seryllium Copper 
Fuse Clips, silver 
plated at no extra 
cost. Greatest ef- 





ficiency. 


- " 


Complete Catalog shows hundreds of 
items in demand. Write 


LITTELFUSE, INC. 


220 Ong Street El Monte, Calif. 
4750 Ravenswood Avenue Chicago 40, Ill. 


Infra-Red Ray 
LAMPS 


For Radiant Energy 
—Baking And Drying 


Meet industry's demands for radiant 
energy-heating and drying by featuring 
Nalco Dritherm Carbon Filament Lamps. 
Available in Inside-Silvered finish (no 
reflectors required) or in Clear Glass style. 



















Write for prices and discounts 


NORTH AMERICAN ELECTRIC LAMP COMPANY 


1034 Tyler Street St. Louis, Missouri 











ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc. 
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GENERAL ELECTRIC | 


Rd aN Sccin Ube Was nb ale 


O move the sun indoors .. . to bring into our Some of these lighting tools will be available as soon 

homes, stores, schools, offices, and factories the as the requirements of war production have been met; 
kind of lighting that compares favorably with day- some must await the development of manufacturing 
light... that has been the constant vision of General facilities; others require further study in research lab- 
Electric lamp research scientists. oratories. 


Today the goal is closer than ever before . . . | The introduction of fluorescent lighting by 


BUY AN , 
ie ene General Electric opened the door to a new 
yet, we have only just begun to explore the BOND NOW! world of better lighting. Continued G-! 


search will open the door much wid-> 


perhaps closer than many o. us realize. And 


re- 


possibilities of new lighting techniques. 


Hear the General Electric radio programs: The G-E All-Girl Orchestra” Sunday 10 p.m. LWT, NBC; “The World loday” news, every weekday 6:45 p.m. EW 1, CBS. 


WHOLESALER’S SALESMAN — February 1944 








FLUORESCENT RESEARCH 
LOOKS AHEAD 


| THESE NEW ADDITIONS ALREADY ARE PLANNED FOR G-E’s POST-WAR FLUORESCENT LAMP LINE 


























O make a complete line of lamps and the best advance as possible. Looking toward the future, G-E 
lamp for every lighting need always has been the sees the need for several new fluorescent lamps. 
aim of General Electric lamp research. As soon as Conditions permit, we expect to extend our 
Numerous requests indicate that the lighting industry line of G-E Mazda fluorescent lamps by offering the 
wants to know about new lamp developments as far in following new lamps: 





STRAIGHT TUBULAR G-E MAZDA F LAMPS 


. sa cid pd date or cules Stell ieee 


LENGTH (INCLUDING SOCKETS) APPROXIMATE BULB DIAMETER 
Approximately 51/ ft. T-4 or T-5 
+ 514 ft. T-6 
" SV ft. T-8 
71, —8 ft. T-6 


CIRCULAR G-E MAZDA F LAMPS 


(Announced December 27, 1943) 








APPROXIMATE OUTSIDE DIAMETER MAXIMUM BULB DIAMETER APPROXIMATE WATTS 
sl,” T-10 20 
1214” T-10 30 
i T-10 or T-12 40 














G-E Lamp Research has been, and still is, at war. Be- 
cause of wartime restrictions, no production facilities 
for these lamps are at present available, and therefore 
no samples can be furnished. However, as soon as it is 
possible to estimate when such lamps can be manu- 
factured, we will give you further details and additional 
information as to transformers, ballasts, sockets, and 


J 


.. other accessories. 


* * * 
y No part of your business offers a better opportunity 
V for immediate post-war profits than G-E Mazda lamps. 


Che demand for better lighting will be tremendous. 
General Electric will be ready to supply the lamps 
and help you sell them. 





» 
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G-E MAZDA LAMPS 


& 
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CONVERSION PLAN 


4 












Here are three typical examples of con- . 
versions which involved a minimum of 
installation time and labor and brought 
the following results: 


@ Increased panelboard capacities and 


Dre et EN 


added modern circuit breaker conven- 


ience and protection. 
‘ Q o%e ° ° . 
Cav, 5 POerds @ Utilized existing boxes and conduit. 


@ Conserved power previously lost through 
over-loads. 


OFS NA 


@ Eliminated the replacement of branch 
circuit switches and fuse clips due to 


excessive heating. 


a tna a saath da 


sion Plan from your nearest Square D Field En- 
gineer—and pass it along to your contractors. 
Scores of their industrial customers can follow 
it to advantage right now. And it will pay them VA 
big dividends in the highly competitive and 
narrow-margin days ahead. 


KOLLSMAN AIRCRAFT INSTRUMENTS 


SQUARE [] COMPANY 


DETROIT LOS ANGELES 


Get the complete details of this speedy Conver- 
[ 
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ELECTRICAL EQUIPMENT 
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